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Enter a New «Method of Gift Exchange 


exchange? The process of debunking started by 

Will Rogers has swept through not only a politi- 
cal campaign, but into a wider sphere of human thought. 
Already a magazine has appeared under the title of 
The Debunker, whose function it is to sweep away all 
the images, imaginations and glamours of human be- 
havior. 

Are we reaching that point in civilization when the 
natural emotions, pleasures and things we possess, and 
yearn to possess, are swept aside by cynical explana- 
tions, indicating analytical studies of human behavior, 
transmitted to the public and held up for ridicule? 

Take for example, the time-honored affection of peo- 
ple, young and old, for Christmas tide. The delight of 
gift giving was something not bal- 
anced by gift getting. The compli- 
ments of the season were expressed in 
a sentimental way, and the spirit of 
the times was healthy for mind and 
heart. Now the process of debunking 
has gone on so that the delightful old 
habit of making Christmas joyful has 
changed to making Christmas a wild 
competition in the exchange of use- 
less things for those more useless. 

If a return of the old order were 
possible, we would see a more prac- 
tical spirit in the simple exchange of 
Christmas gifts. There would be 
more useful things given and taken. 

The useless gift pleases neither the 
sender nor the giver. 

A pair of slippers, a box of hosiery, 
etc., interchanged, carries both the 
spirit of usefulness and. thoughtful- 
ness, and is a wholesome expression of 
an exchange of compliments in a ma- 


Hes we made of Christmas a festival of gift 


terial and practical way. The more emphasis that the 
retail merchant can put upon these honestly useful 
articles, the better his opportunity for a busy six weeks 
ahead. 


NCE Santa Claus was a kindly sentiment, a sur- 
prise to the children, and a secret for adults. 
Today he is nothing more than a masque over a paid 
performer. The merchants of Seattle, realizing all this, 
introduced last year Mrs. Santa Claus. The new idea 
made a great hit with the children of Seattle. Mrs. 
Santa Claus became the ambassador of the Retail Board 
of Trade of the Seattle Chamber of Commerce, and 
made a surprisingly good job of it. 
The shopping district of Seattle was decorated in 
evergreens, and the romance of Mrs. 
Santa Claus was carried out with the 
same Christmas mystery of her trip 
from the Far North country, her ar- 
rival on the mail plane on Nov. 285, 
and her entertainment by the Mayor 
of the city and the stores of the town. 
This new feminine Santa Claus was 
a delight and a surprise to everyone. 
Considerable ceremony, receptions and 
general meetings with the juvenile 
public were arranged, and newspaper 
publicity was almost constant, day in 
and day out. 
Two days before Christmas a spec- 
tacular party was arranged and Mrs. 
Santa Claus returned to the far north 
-country on the midnight air mail 
plane. 
Exit Santa Claus and enter Mrs. 
Santa Claus, and proof that even in 
these sophisticated days it is possible 
to use an old theme in a new way. 
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First you fit the pump per- 
fectly to the foot, and inci- 
dentally to the eye of the 
customer in the materials 
desired, Second, the cus- 
tomer goes to the buckle 
counter and makes her 
selection from a_ wide 
assortment 
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ERE’S an idea that will sell a million pairs of slippers and a 
H million pairs of buckles to beautify them. Once in a blue 

moon we hear of an idea perfected by a merchant, and, in 
telling the story, we multiply that idea in thousands of merchants 
minds, to the opportunity and profit of the store. 

In a nut-shell, the idea originated with Joe Michaels, buyer for 
the shoe department of Saks & Company at 34th Street, New York, 
and here it is: 

First, he figures that the feminine public wants pumps for 
Winter wear, perhaps because they are the best in combination 


with overgaiters. 
Second, he realizes that the pump serves the purpose of simple 


beauty of line. 

Third, he knows that it lends itself readily to ornamentation. 
Consequently, he gives the customer an opportunity to select from 
fifteen different buckles, and she gets a little personal thrill from 
making her own selection. 

Mr. Michaels has organized the attachment of the buckles so that 
it can be done in the store while the customer waits, or the parcel 
can be shipped quickly to the woman’s home. 

He makes the entire sale at one price, including pump, a selec- 
tion of a buckle, its attachment, and its shipment home. 

There is this season a tolerance for pumps, and an appreciation 
of the beauty of ornamentation. The shoe can take an ornament 
this season, because the simplicity of dress materials and lines 
permits the footwear to enjoy an accent of crystal, cut steel, 
rhinestone or color. We show on these pages a selection of eight 
ornaments, styled by buckle houses to fit into the mood and mode 
of variety in adornment. 

The indorsement of Paris this season on ornaments is conveyed 
in this timely report: ; 

“Femininity iv dresses is certainly bringing with it an onslaught 


Three emeralds in 
a row for a throat 
ornament, with 
the flat-surface 
cut now so fash- 
ionable 


Throat ornament 

with a blue cen- 

ter stone and ir- 

ridescent glass 

beads in steel 
rim 


Open work cut 
steel with colored 
backing to em- 
phasize its bril- 
liancy 


Colored rhine- 
stones in a 
square colonial 
buckle to match 
some dress shade 
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When the customer has 
selected the ornament and 
its hand-assembled back- 
ing, employ girls in the 
store to fasten them to- 
gether and speed delivery. 
Dainty ornaments come in 
the widest possible color 
variety 














(Above) A gold 
instep span, bril- 
liant topaz center 
and parquette 
flat crystals on 
both sides. (Be- 
low) Satin bow 
trimmed with 
steel beads 


Modernistic rhine- 
stone buckle with 
colored backing in 
present style fa- 
vor because of 
dress angles 


Colored stones in 
colonial buckle to 
give evening bril- 











of dainty accessories to add further to the feminine touch. 

“M. Moulin, one of France’s leading creators of buckles and 
shoe ornaments (Perugia is one of his star customers) shows, 
for instance, roses worked in engraved dull gold, oftentimes com- 
bined with strass for buttons, strap buckles of decorative orna- 
ments. These roses are often used singly, but they are frequently 
seen in delightful clusters, or in strings, forming either a graceful 
collar effect, or if graduated in size, forming an elaborate design 
like an old renaissance earring. These last are worn on a strap 
slipper at the fastening. 

“An extremely de luxe creation of the Winter season is the buckle 
of brilliants, each stone being cut differently, thus giving real 
diamond reflections. A band of dull gold forms an inner rim. 

“The new buckle consisting of very large stones of varying 
colors is increasing in popularity as the weeks go by,” says M. 
Moulin. “Two or three stones usually form these buckles, but some- 
times many square cut combinations of emeralds and topaz, 
sapphires and rubies, aquamarines and rose diamonds, or just 
white diamonds with one of the above, are clustered together, 
forming a large square buckle. 

“Enamel also plays an important role in buckles for the coming 
season. It is seen in all colors, for the most part combined with 
stones of contrasting or harmonizing color. If two enamels are 
employed without the aid of stones, the design is usually a simple 
geometric one, and dull gold is used to offset the colors of the 
enamel. 

“Last, but most important, is the rage of fantasy heels. Paris 
cannot have enough of them and is continually asking for another 
novelty. The most dazzling is an evening slipper made especially 
for Mistinguette, the famous music hall dancer, whose heels and 
back are made of one piece of silver, inset in brilliants and worked 
in an elaborate open cut work design.” 
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old Oar on ‘amps 


Joe Michaels Has a New Idea and Reaps a 


Harvest from Pumps and Ornaments 


HE value of an idea was 

never more apparent than 

in the story we are about to 
tell. All over this country mer- 
chants are hoping for some idea 
to pop up that will bring a run 
of customers to their store, hun- 
gry for one number, and giving 
to the store that feeling that. it 
once had in the days of the Mary 
Jane, the simple colonial and the 
first sandal. 

Where merchandising ideas de- 
veloped before, there is usually 
the place where you can find one 
again. Back in the days of Char- 
lotte and the skating boot, Joe 
Michaels of Saks-Herald Square, 
New York City, developed a flare 
for these exceptional selling 
events. Last week he produced a 
new one, and the idea is worth 
multiplying in thousarfds' of 
stores, for it is essentially based 
on common sense and gives the 
woman a latitude of selection, 
with some opportunity to use her 
own ideas in the completion of an 
article of style in footwear. 


WO months ago Joe Michaels 

captured this idea. First, he 
wanted to have some exceptional 
sales feature for the final week in 
October. The center of that idea 
was some article of footwear that 
would sell freely and easily, with 
a minimum of effort and a maxi- 
mum of appreciation by the pub- 
lic. He hit upon three pumps; 
one in suede, one in patent and 
one in satin. He bought the pumps 
accordingly, with the necessary 
changes of color, but sticking 
pretty closely to one standard 
pump line, tried and true. 

Now, the idea was for the cus- 
tomer to come and get fitted to 
the pump, and then to take the 
pumps and go over to the island 
show case and select those buckles 
that she might personally desire 
to harmonize with her dress or 
costume. 

In a glass topped counter the 
girl in charge placed a selection 
of fifteen different pumps—some 
with fancy backings, and even 














In Which 

We Present 

‘ Fashions and 
Accessories of 

the Moment at 

Prices we Believe to be 

Without Competition 


Suede, Satin or Patent Leather 


OPERA BUMPS 


With Imported Cut Steel, Crystal or 
Rhinestone Buckles in 15 Different Styles 


10-83 


Actual 15.50 to 18.50 Grades 


The pumps themselves—in acajou, bottle 
green, serge blue, sable brown or black 
suede; patent leather or black satin— 
are obviously worth far more than 
10.85! And these same pumps 
—with handsome imported 
buckles with backings—are 


most extraordinary! 


WOMEN'S POOTWEAR—THIRD FLOOR 


Sans & Company 


mmr DA. sree 





these were broken down inte 
leads, so that the woman might 
select the colored backings she de- 
sired. 

After the buckles were selected 
the sale was completed; the pumps 
and ornaments were placed in the 
same box and delivered to a large 
staff of girls from a local shoe 
factory who knew how to sew the 
backing combinations together 
and how to attach the buckle cor- 
rectly on each pump. 


HE organization of this ser- 
“£ vice at the fitting stool to the 
buckle counter, to the hand sewer, 
to the delivery desk or shipping 
room, was charted and arranged 
and then studies made to see 
whether the department could take 
care of the expected flow of busi- 
ness. When everything was prop- 
erly planned and the estimated 
goods were ordered, received, 
racked and ready, the previously 
prepared advertising hit the pub- 
lic just at a time when Buyer 
Michaels thought that pumps 
would sell best. 


HERE the woman herself 

can have a part in the plan- 
ning of the shoe is the little secret 
selling suggestion that put the 
plan over. A cross-play of ideas 
between the clerk at the buckle 
counter and the woman customer 
was one of the most interesting 
developments of the week. The 
effect of thousands of pairs of 
pumps being sold through the idea 
made it almost seem as if no two 
pair of pumps were styled th: 
same. 

As the sale progressed, the 
number of buckles that could be 
selected from was increased to 
seventy-five, although no customer 
was presented with more than a 
dozen to pick from. After three 
days of the sale the selling staff 
was almost exhausted. The suc 
cess was such that all the suede 
numbers disappeared, and th: 
second ads were run mentioning 
patent and satin alone. 
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Evening costumes de- 
signed for the opening 
of the opera season 
in New York carried 
with them pumps and 
one-straps in brilliant 
colors, in silver and 
in old gold 
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Brilliant (" olors in E VENING Shoes 


Opera Opening in New York Reveals Increase in High Shades 
Which Match or Contrast With Gowns 


HE first night of the opera drew a crowded house, 

but as regards the presence of any abrupt change 

in fashions the affair was somewhat disappoint- 
ing to fashion writers and to commercial men looking 
for some abrupt change in fashions generally. The 
new note, however, was sounded in the presence of 
footwear in brilliant colors worn as a contrast or 
matching the costume. 

For example, slippers or pumps, together with one- 
strap footwear, were worn by women in the grand tier 
of boxes occupied by the millionaire class, the same 
being dyed in the brilliant colors mentioned in the 
foregoing paragraph. Silver footwear, however, had 
principal representation in the vast assemblies of wo- 
men who affected colors other than black, which, of 
course, was abundantly in evidence with the large num- 
ber of black costumes worn. 

A rather surprising feature, however, was the ab- 
sence of bright gold in footwear, since only a dozen 
bright golds were noticed. On the other hand, shades 
of dull gold in the form of fancy metals were abun- 
dantly in evidence. In a larger way, however, the fea- 
ture was slippers in pastel metals verging on pale 
shades of dull silver and off shades of white plus a 
touch of white gold, the whole forming an unobtrusive 
combination. Occasionally there was a faint excuse of 
some color in the combination which toned in with the 
unobtrusive color of the costume. 

As for hosiery, the bright shades of gold that have 
appeared on color cards issued by manufacturers of 


hosiery were absent. In their place there appeared 
only delicate shades of beige having only a faint excuse 
of yellow or a pink. In fact, such delicate tints over- 
shadowed all other color effects in hosiery. Here and 
there a delicate tint of lavender was noticeable in light 
hose worn by women who were attired in black. 


ETALS appeared in wraps principally, but were 

overshadowed by the large number of velvet 
wraps worn by the exclusives, which in nearly every 
instance were elaborately trimmed with ermine fur in 
the form of collars principally. Black and white in 
combination was everywhere noticeable. The “cocktail” 
jacket, so-called, or bolero, of which we have heard so 
much, was accorded only limited representation and 
was wholly absent from the grand tier of boxes. 

On the contrary, the outstanding color feature no- 
ticed in the boxes was the presence of white, rose pinks, 
corals, light blues and high tinted shades of greens. 

With a view to sounding out the market on prepara- 
tions for the event, the writer interviewed the prin- 
cipals of leading shops featuring novelty shoes, with 
the following results: In one shop patronized by rich 
women and debutantes it was said that 50 per cent of 
the novelties in footwear purchased during the week 
preceding the opera were in bright reds, greens and 
blues, principally. Moreover, it was stated they were 
not exclusively for opera wear but were purchased for 
evening wear generally. Shops catering to young so- 
cietv buds now have artists who tint white shoes. 
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Getting More Shoes Sold Right 


Footwear Appreciation 


HAT puts a value on the shoe to the public, 

all things being equal, is the method and 
manner of its making and merchandising. Any 
one painting pictures may purchase the same qual- 
ity of pigments, use the same grade of brushes and 
canvas as did Rembrandt, but they lack the master 
touch that converts the unfinished product into 
beautiful. 

So it is with the making of shoes. It is the 
fashion spirit of that shoe that has the real valua- 
tion. Necessary things to complete the beautiful 
product are the quality of leather, the linings and 
other materials. 

The real craftsmanship of putting them together 
is now coming into its newest stage of apprecia- 
tion. A skillful organization is needed back of 
every shoe, combining with this spirit of handi- 
work an enthusiasm for the proper selection by the 
merchant, and then the follow-up of its presenta- 
tion to the public. Here you have a sequence of 
brains and hand work that gives to the public the 
most for the money, no matter how high the price. 

A better appreciation of shoes is coming, and it 
is the only measuring stick of values. Why figure 
the cost of shoes on a hide and skin item, so far 
removed from the customer’s use of the article? 
We know in economics that the watchspring is 
made of steel and comparison of price useless, and 
also that leather fashioned into the ultimate shoe 
goes back in the scheme of things to a raw stock of 
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uncertain value. When an industry talks glue and 
gristle, it measures its valuation of an article of 
rare beauty in the same scales used in measuring 
beef and by-products. 


& & 
Double “‘S”’ Season 


HE final six weeks of the year are double S in 

the shoe stores of this country. This is the time 
of year to sell slippers and socks. Millions of pairs 
will move at a profit, because they are natural gift 
articles. When a shoe merchant in South Bend 
plans to display solid windows full of stockings 
several weeks prior to Christmas, it is very evident 
that he is looking for extra sales. 

When socks, with their gift appeal, swing into 
public fancy, the thing to do is to soft pedal the 
orthopedics and standard goods, and double-play 
the extras. This is one season when the shoe store 
will make a real place for itself in the Christmas 
season. 

Slippers reach a high peak at Christmas. This 
same merchant in South Bend found this year that 
he had sold more pairs.in the first eight months of 
this year than in the entire twelve months of 1927. 
He put radio appeal into his selling. 

When a merchant throws the spotlight of selling 
attention on to a useful product, he can make more 
business and more profit, and-the extra effort helps 
give to the business that little margin that makes 
all the difference between profit and loss. 


& & & 


“Consulting ’’ Fitters 


cA RE we finding a new field of effort for ex- 

perts in shoe fitting? One thorough shoe 
fitter has developed a little business of his own 
through specializing in fitting. This man makes 
it a point to serve as a consultant to a number of 
customers who want extra service. * 

The customer calls up and the man accompanies 
her to one, two or three stores, until exactly the 
right shoe, in the right fitting, is obtained. What 
the occulist does for the eyes this man does for the 
feet. He even goes to the extent of occasionally 
sending the shoes out for somebody else to wear 
for a day or two, to make them more pliable and 
comfortable for the wearer. 

This super-fitter is paid an exceptional fee for 
his service of selection. He has a good eye for 
color, a real knowledge of harmony, and when it 
comes to the human foot he knows what he knows. 

He finds that people will pay for this knowledge. 
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He has made it a little business of itself, which 
will pave the way to that future date when the fit- 
ting and selection of shoes will become such a fine 
science as to warrant a real price and profit. 


@® & € 


Expect Sales-Rise 


HE little dip in business that has made sales 

subnormal for the past few weeks is now due 
for a perceptible rise. Footwear is returning to 
popular favor. The dollars that were needed for 
budgets have irritated the public, who sign so 
easily, committing themselves to week in and week 
out regularity of payments. The public is tiring 
of that sort of buying, for it continues the debt 
long after the article has lost its pride of posses- 
sion. 

Not so with shoes. The thrill of a new pair of 
shoes is something that never dies. We expect to 
see immediately following election that revival of 
interest in the purchase of apparel that the season 
might well expect. If in the final burst of selling 
effort the trade at retail can sell an extra quota of 
shoes, it will have achieved a place on the profit 
side of the ledger. 

The present statistical position of the trade indi- 
cates that there will be 
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Here are the records of the past three years over 
a group of stores which serve as a barometer of 
demand. In September, 1926, 45 pair of tan shoes 
were sold to 36 pair of black. In September, 1927, 
the ratio was 38 pairs of tans to 48 pair of blacks. 
In September, 1928, tans had reduced to 29 pairs 
and the blacks had gone up to 56 pairs. 

This average compilation covers stores in the 
country and city. Some city reports are over- 
whelmingly black. Those who are good at predict- 
ing color changes have a very definite feeling that 
when demand has swung so heavily to one color in 
winter, there is opportunity for a swing the other 
way with the coming of spring, when men are more 
tolerant of color. 

The tan register of colors certainly offers great- 
er opportunity for sales at retail in pairage. Let’s 
help swing in the new direction by early planning. 


& & 


‘Let the Buyer Beware” 


ERTAIN unscrupulous traveling salesmen, 
CC representing still more unscrupulous concerns, 
are resorting to a trick that played out many years 
ago. These worthies come to a small merchant in 

a small town and offer 





more shoes sold at re- 
tail this year than 
were manufactured. 
Last year’s record was 


certain “snaps” at at- 
tractive prices. Usual- 


—_ , — i? 
| The ‘Reason Why ly it is a small lot 


broken in sizes and 


the reverse, and Jan. 
1 showed a greater 
production and _ less 
distribution that gave 
to the shoe stores of 
this country a greater 
stock on hand Jan. 1 
than was really justi- 
fied. The brighter side 
of that picture lays 
just ahead, leaving to 
the New Year a great- 
er opportunity for 
style and profit. 
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A Turn o 
Color di 


EN’S shoes are 

reaching a 
black total that indi- 
cates the possibilities 
of a spring switch to 
colors. 








GOSPER-KELLY & O’SHEA, INC. 
108 West Water Street, 
Elmira, N. Y. 

As I opened this week’s copy of the RECORDER 
it flashed thru my mind that I had been reading 
and profiting by your paper for over 25 years. 
Its editorials have been thoughtful, its news 
columns interesting and its trade news and special 
articles educational. 

We read the advertising pages very consistently 
and they have helped us countless times to locate 
items needed for immediate use. 

Yours sincerely, 
(signed) BURT J. GOSPER. 


* * * 


The advertising pages of the REcoRDER offer a 
great market place for reliable merchandise that 
circulates amongst 85 per cent of the best rated 
shoe stores in this country every week in the 
year. 

Many successful merchants, like Mr. Gosper, 
use the RECORDER advertising pages to select 
profitable merchandise. 

It pays to read RECORDER advertising pages. 


Fock & Tien 


President 








widths, but priced so 
low the small -mer- 
chant is led to believe 
he can make a killing 
with it. But always it 
is undesirable goods, 
either a lot that has 
been returned, can- 
celled, rejected by fac- 
tory inspector, or just 
plain “junk.” 

The smooth sales- 
man tells the victim 
that the shoes are 
“Al, fine, good,” and a 
lot more of that stuff. 
He can sell them be- 
low his competitor and 
make a clean up. But 
when the shoes are 
placed on sale all the 
faults show up and 
the public declines to 
take them at any 
price. 
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These metal fixtures 
are seen in antique iron 
effects, with every ap- 
pearance of being hand 
wrought; in imitation 
hammered silver; and 
in brightly enameled 
colors, also in bronze 
and copper 




















A or ornamental metal 





fixture like this requires a 
substantial background 
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The New Type Windows Seek to C ombine 


Grille Work ana Unit Boxes 


HOE display windows in metropolitan stores show 
two distinct and apparently. widely divergent 
trends. On the one hand there is the increasing 

use of ornamental fixtures of the hand-wrought, grille 
type, such as this Modern Mode window pictured above. 
On the other hand, there is the art modern fixture type 
of window, as pictured in the Saks window at the bot- 
tom of the opposite page. 

Both are good. Both have their place and, strange 
as it may seem, some window trim experts have 
achieved excellent results by skillfully combining a little 
of each in one window. 

If you are thinking of testing this out in your own 
store, select a fixture similar to the small one at the 
right. They compose better, to use an art term, with 
the box-like fixture of the art moderne type, than do 
the ornamental and considerably larger wrought iron 
fixtures shown at the left. 

They can be used in combination with box-like dis- 
plays such as the Saks window; or they can be used in 
combination with the “freaky” designs shown at the top 
of the second page. These, by the way, require a word 
of explanation. ‘ 

The one at the left could have been made from a 
beer keg prior to 1920, when the Volstead law went 
into effect. It looks for all the world like the bottom 
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The simplest and 
most graceful 
form of the 
wrought iron fix- 
ture. Can be used 
effectively in any 
window for any 
shoe 
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Aptly termed the “beer 

keg” unit, merely a cir- 

cular cross section box 

of wood about the size 

of a woman’s hat box. 

Can be painted any de- 
sired color 








half of just such a keg with the bottom 
left in it to form a back wall. The 





A carpenter with some 
knowledge of cabinet 
work could build this of 
compo board, hollow in- 
side and with the walls 
of the niche fastened to 
the inside of the front 
wall of the pyramid 


deep enough to allow for one shoe. But 
how that one shoe did stand out—gold 


horizontal shelf inside was merely Seven & gg kid against a background of blue. 


wedged in and the whole had been onal shelf and verti- 


diag- 
ie The Saks window below, is an excel- 


painted black for use as a silver slip- cal side for a display lent example of the use of a box unit 


per display fixture. 


of costume jewelry, effect so arranged as to form a series of 


The tall box has as its only new fea- hosiery or what-have- vertical lines, all leading the eye down- 


you 


ture, diagonal shelving which permits 

the window shopper to get an entirely 

different angle on thé shoe shown— 

more than which she will get when she puts them on in 
the store. 

The pyramid is very tricky and a little too expensive 
for the average store to build. The one pictured had 
been carved from a solid block of wood and stood about 
18 inches high. In one face of the pyramid had been 
hollowed out a triangular shaped niche or recess just 


Pith att PRENIE- OS 


The placing of the cu- 
rious little statues in 
this window trim is 
worthy of close study. 
The two at the top are 
merely designed to 
catch the eye if the 
optical organ of the 
passerby happens to 
fall on that particular 
section of the window 
first. The one on the 
table serves as an or- 
namental weight to 
keep the hosiery from 
sliding to the floor 





ward to the well scattered merchandise. 
There are different tones or shades in 
the background, grouped in such a way 
that every shoe which is seen against them is made to 
stand out and the background itself is not monotonous 
as it is when only one tone or shade is used. 

In the top units have been placed two grotesque little 
statues—just enough to relieve the trim of utter bare- 
ness—not enough to cause the eye to wander from the 
shoes after it has once rested there. 


SR My 


The different color 
values in the back- 
ground and in the box 
units serve to show to 
best advantage the pat- 
tern which has been 
bought several ways. 
Diverse as the styles 
seem to be, neverthe- 
less, there is the same 
last and pattern 
throughout with the 
variety coming in the 
color. Each color of 
shoe has been given a 
different background 
color 
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Extra Protits az|( 


Choose a Few and Buy 
Only in Small Quantities 


All Sorts of Novelties Can 


Be Sold Successfully 
In Holiday Season 


Novelty gloves, particu- 
larly those with embroi- 
dered cuffs, make excellent 


Silk scarfs are almost a 

necessity with the fur col- 

lared coat. Those with 

Batik designs are gay and 
colorful 


Why did the shoe trade 

ever let the hardware and 

sporting goods stores get 
most of this trade? 


RACTICALLY every retail store 
Pi the United States adds to its 

stock at Christmas time a dozen 
or more lines of merchandise not carried 
regularly during the year. This is true 
of department stores and specialty shops, 
particularly, and the results of tests run 
in retail shoe stores have been such as to 
prove that it can be done here as well as 
elsewhere. 

There is no infallible rule which a re- 
tail shoe merchant can use as a safe 
guide in determining what lines of mer- 
chandise to carry for an extra profit dur- 
ing the holiday season. 

About the closest approach to a gen- 
eral rule is to stock novelty items, prin- 
cipally in the class of wearing apparel 
accessories whith are not already well 
established sellers in nearby department 
stores and specialty shops. 

But first, don’t forget the ever handy 
gift certificate with which to lure gift 
buyers who are uncertain as to what to 
give. And add to the above-mentioned 
general rule the admonition to put in 
only minimum stocks of novelties, as a 
fairly small extra Christmas time profit 


is better than a large volume of sales. 


with an even larger assortment of left- 
overs. 

Pictured on these pages are merchan- 
dise items, all or some of which have 
been tried by shoe stores. These do not 
represent by any means the complete list 
but are the ones most frequently seen. 

Hosiery comes first on the list, of 
course, and the only-~ difference be- 
tween merchandising hosiery during the 


‘ 


To Avoid Leftovers 


Leather bags match the 
shoes and the gloves in the 
new ensemble 


ae 
Oe 


o 
LL 


Novelty belt buckles are 
coming back for women 
who wear sports type 
clothing 


The principal item in your 

Christmas hosiery stock 

should be the gay gift 
carton 
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(hristmas Time 


Gay Cartons and the Gift | ae Gifts for Men in Women’s 
Certificates Should Be [KR =| Department and for the 
Featured Strongly al Women in Men’s 


Christmas season and at any other time 
is that more effort should be put into 
selling by the box. For that purpose you 
will want a generous supply of gift boxes 
holding from two to six pairs, some in- 
Men like loose fitting, lined expensive enough to be given away with Golf hose, either very 
gloves for driving during the purchase; others expensive and allur- fancy or plain, is sure to 
the cold winter months ing enough to justify the merchant ask- be appreciated by women 
ing a nominal sum for them. shoppers 


MPORTANT, also, among the wom- 
en’s items are bags of leather to 
match the shoes in your stock. Match- 
ing bags and shoes seem destined to be- 
come almost a staple style combination. 
And in the same group come gloves. 
Costume jewelry should be in the same 
color family as bags, shoes and gloves, 
but lighter. Brown shoes, for instance, 
would require amber colored’ beads or Make a club offer on men’s 
topaz. half hose to insure selling 
Silk scarfs, perfumes, shoe skate com- in multiple pair units 
binations, umbrellas, hand-painted shoe 
horns of bone or imitation bone—all 
these are possibilities. 
For men the list is equally as long— 
half hose, golf hose, sweaters, gloves, 
wool scarfs, automatic cigar lighters, 
handkerchiefs, neckties, slippers, and a 
dozen and one other items. 


Also they are partial to the 
wool scarfs in bright colors 


ND all this so-called “alien mer- 
chandise”’ is best sold by judicious 
counter and window display and by sug- 
gestion. It is not uncommon to see gifts 
for men displayed in the women’s side 
of the store, to attract the women gift Men don’t like very fancy 
shoppers; and, conversely, it is not a handkerchiefs, as a rule, 
Shoe and skate combina- half bad idea to show some of the items but a good large one with 
tion also for men and boys. on the women’s list in the side of the embroidered initial is pop- 
Pick GOOD skates store devoted to selling the men. ular 
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Eighteen Ads On Wheels 
For $100 


ATTLE CREEK, MICH.— 
Strangers to this town, and 


there are about 25,000 of them every 
year, think the Butcher-Black shoe 
store must be a tremendously large 


one as well as a very important one. 
On the latter score, D. B. Black 
agrees thoroughly and lets it go at 
that. 

It is a good sized store, no larger 
than any other in town, but the rea- 
son strangers get this impression is 
that no matter what part of the city 
they may be in, they see a delivery 
wagon having the advertisement of 
this store on it. .Each of the eigh- 
teen wagons running around has a 
different story, too. Some have ads 
of Walk-Over shoes, some of Phoe- 
nix hosiery, and others carry gen- 
eral store publicity. To note a dozen 
or so of these wagons down in the 
business part of the town, gives a 
decidedly favorable impression of 
the store. 

These wagons, contrary to what 
one may think, do not belong to the 
shoe store, but to the Kernan De- 
livery Co. This latter firm leases to 
the Butcher-Black Co. the right to 
have the shoe store advertising 
placed on the sides of all their wag- 
ons. Mr. Black smiled when asked 
about the expense, and well he might, 
for it is only a hundred dollars a 
year, with fifty for the privilege and 
fifty for the yearly repainting. Sev- 
eral different experiments were tried 
before the present steel set-in sides 
were adopted. Neither canvas nor 
wall board would withstand the ele- 


ments as does the steel, so this has 
been successfully used for several 


years. 
* * * 


Here’s How to Follow Up 
Your Trade 


OCHESTER, N. Y.—Lots of 

merchants brag, either quietly 
or openly, about the large amount of 
good, repeat, satisfied customers who 
trade in their respective stores. 
These merchants sell good shoes, are 
careful to fit their trade properly 
and sincerely endeavor to give their 


clientele first class store service in 
every detail. 

William Pidgeon, Jr., of this fair 
city, does likewise. But Bill goes 
even further than that. Instead of 
trusting to nature, luck or good in- 
tentions on the customer’s part, this 
man Pidgeon shakes up his box of 
tricks. Let’s begin at the point that 
is usually considered the end of the 
transaction, to wit: The customer 
has bought and paid for a pair of 
shoes. Now, note the procedure from 
there on. 

Threé days after a purchase in 
Pidgeon’s store, the customer gets a 
letter which reads: ~ 

“We are addressing you at this 


RECORDER 





November 10, 1928 


time because we are very anxious 
that your purchase of a few days ago 
should give you complete satisfaction 
from the moment you left our store 
until you are ready for the next pair. 

“If any need arises, or any fault is 
discovered, please notify us at once. 
You will find us willing and eager to 
meet any legitimate claim against 
your merchandise or service. 

“We desire that all our customers 
fully enjoy and profit in every way 
possible through whatever they buy 
from us.” 

Sure, a few other stores do this, 
but do they also send a neatly printed 
3 x 5 card ten days after the letter, 
which says: - 

* “Many thanks. 

“IT enjoyed waiting on you and 
hope you find everything satisfac- 
tory. 

“If I may be of any further ser- 
vice, please phone me at Main 6399. 

(Salesman’s signature 
inserted here) 

“The little gray cards enclosed are 
for your convenience in introducing 
your friends to me at 


PIDGEON’S 
Rochester, N. Y.” 


Do they have the salesman sign 
the card, as well as the little gray 
card reproduced herewith? 

As an experiment, try this out on 
a few customers and note the reac- 
tion, just to prove to yourself that 
this is a fine way of capitalizing on 
the store’s steady patrons. Further- 
more, it will do much to elevate the 
tone. of any establishment, and to 
put fitting service on a more profes- 
sional basis. 
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A New Idea in Night 
Display 

OUTH BEND, IND.—Instead of 

an interior night light, the I. 
Miller store has a lighted door effect 
in the far end of their shop, which 
attracts favorable comment from 
everyone who is taking a turn at 
night-time window shopping. This 
striking feature is created by having 
a shadow box in the rear built in a 
niche. Concealed lights illuminate 
the niche, and the lighted box makes 
the two pairs of shoes on display 
stand out in bold relief against the 
black store. 


No Package Mix Ups in 


This Store 


ONTIAC, MICH.—In front of 

the wrapping desk in the R. & H. 
store is a double deck series of wired 
front compartments that look like 
two rows of hens’ nests. When a 
man sells a pair of shoes, he puts 
the unwrapped shoes, sales _ ticket 
and money in the compartment as- 
signed to him. As the cashier and 
wrapper can do up only one package 
at a time, she checks his shoes, does 
them up, stamps the sales slip and 
returns the package to its proper 
place. This has saved many mix-ups 
that are bound to occur in rush times 
through salesmen grabbing’ the 
wrong package. 

* * * 


A Selling Display Right 
on the Floor 


ALAMAZOO, MICH.—The shoe 

department in Gilmore Bros. 
department store is in the shape of 
a hollow square, with all seats fac- 
ing toward the center. In the mid- 
dle of the carpet, Buyer S. T. Moore 
always has some good display which 
suggests that extra sale to the cus- 
tomer. To illustrate, late in Septem- 
ber he had a Rainy Day display, 





A Prayer for Shoes 


MIAMI, Fla. (UTPS).—An at- 
tractive window display in the 
Children’s Bootery located in the 
Seybold Arcade showed some 
fascinating toys, prominent 
among which was a toy bed be- 
side which a doll knelt. Over the 

hung a card which read: 
“Dear Santa Claus I pray to thee, 
To bring some shoes from here 
to me.” The toys were “bor- 
rowed” from a leading depart- 
ment store nearby, and helped to 
give the window a Christmasy 
appearance. 
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A Display for Christmas Slippers 
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NDIANAPOLIS, IND.—Here’s 

a Christmas slipper display idea 
which originated in the big Marott 
store. It is a lattice work frame 
made of light wood which stands five 
feet high and is thirty-two feet long. 
Overhead is an open pergola effect 
roof. Usually the wood is painted 
silver color. The red and green 
grass roping twined around the 
strips give it a real Christmasy ap- 
pearance. In each space between the 
roof beams is a colored lamp. 
Wreaths having electric candles in 
the center hang down from the roof. 
This entire frame sets on counters 
which elevate it about three feet 
from the floor. The cost of this en- 
tire display piece is relatively small 
and very simple to make. 

According to store figures, it has 
materially increased the sales of 
slippers during the two years it has 


been in use. There are some 230 
squares all told, which allow for the 
showing of a pair of slippers in each 
square. The slippers are suspended 
by bull-dog hooks and hang on other 
hooks screwed into the center of the 
squares. 

Every possible kind of a slipper 
that the store carries is displayed 
here, in men’s, women’s and chil- 
dren’s. Each slipper has an indi- 
vidual price and descriptive ticket. 

Buyer Young proudly tells of an 
astounding sales record, as through 
the means of this big rack large 
crowds can be quickly and satisfac- 
torily served. He considers it the 
best arrangement not only for the 
actual selling, but for the impression 
this massed wall of slippers makes 
on a customer. “I guess Marott’s 
has everything in the way of slip- 
pers,” weary Christmas shoppers are 
often heard to say. 





which included a trench coat, an 
opened umbrella and four pairs of 
Raynboots. 

Even though the day was fair and 
sunny, eleven women caught the sug- 
gestion, as proved by the sales of 
eleven pairs of the boots. 

At other times he uses a display of 
dressing gowns and mules or child’s 
playthings and children’s shoes, or 
a wardrobe trunk with the shoe com- 
partment filled with shoes. 

As long as the display is complete- 
ly changed every day and the articles 
shown have an element of newness, 
together with the practical sugges- 
tion of their use, customers will 
regularly make those extra pur- 
chases. 


Children’s Chairs on 
Raised Platform 


ALEM, MASS.—lIn the new Syl- 

via store for children, the fitting 
chairs for little tots are on a raised 
platform about as high as a table. 
By putting the youngsters up in the 
chairs they generally keep still, for 
they cannot run around the floor. 
The fitting clerk can now try on 
shoes with ease and dispatch while 
the fond mother looks on. This way 
is a big improvement over the usual 
method of sitting on a low stool on 
the floor, or kneeling down in front 
of the customers, as the clerk stands 


up. 
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FOR REAL BUSINESS | | 
The One and Only 


>» S. RR. A. 


AMERICA’S MIGHTIEST 


BUSINESS CONVENTION 














P res. Geuling SAaYs---The finest style-show and exposition of shoe- 
trade merchandise and materials ever attempted 


will be the setting for the 1929 N. S. R. A. Con- 


vention program. 


The program, educational, practical and up-to- 
the-minute in character, is being built around a 
number of speakers who will discuss present- 
day problems that confront the operators of 
medium-sized and smaller shoe stores. 


One feature will be a motion picture with 
graphic animated charts showing in detail how 
the average shoe store should be conducted for 
profitable business in 1929. This by Ernest 
Burrill, Educational Director, N. S. R. A. 





BIGGER. BETTER « 
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nd) BUSINESS EDUCATION 
Plan to Go to 


CHICAGO 











HOTEL STEVENS 


JANUARY 7—8—9—10 











A Special Demonstration showing results of the 
“Shoes Mark the Man’’ Men’s Shoe Advertising 
Campaign . . . and hundreds of other conven- 
tion features will make this convention so help- 
ful, profitable and enjoyable that the four days 
in January at Chicago will pay dividends in your 
store for the year. 


And you can spend those four days in the 
world’s largest hotel, one of Chicago’s newest 
wonders. You’ll have your own quarters, hun- 
dreds of sample rooms, four restaurants, the 
great exhibition from all shoe markets, the su- 
perlative 1929 Style Show and all convention 
activities under one roof. Plan ahead. Make’ 
reservations now! Round trip from any point 
for one-and-one-half the one-way railroad fare. 


For Hotel Reservations 
Write or Wire 
Hotel Stevens, Chicago 


FOR EXHIBIT RESERVATIONS 


Write or wire to James H. Stone, Manager, 
National Shoe Retailers’ Association 
624 South Michigan Avenue 
Chicago, Illinois 


BUSIER FOR 1929 
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THE stylish patent 
pump with its uncomfort- 
able, elongated vamp of four 
inches was one of the out- 
standing models of 1919. 
Comfort and fit are no longer 
sacrificed for style. Modern 
manufacturers give their 
shoes toe-style, toe-service and 
toe-comfort by using (elastic 

—The Quality Box Toe. 


U/C 


November 10, 1928 
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HE representatives of the allied nations delivered the 

peace treaty to the German delegates at Versailles on 
May 7, 1919. After vigorously protesting against the terms 
of the treaty the German delegates returned home without 
signing it. The new German parliament however approved 
the treaty and sent other delegates back who were willing 
to sign it. On June 28, 1919, the treaty was signed in the 
Hall of Mirrors of the Palace at Versailles in the apartment 
in which the German Empire was proclaimed in 1871. 


THE QUALITY wie TOE 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





8 a i 
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Masterful ) | Fashion 
Mhoemaking 2 YA Sponsored 


welt, 
with a 
Style Feature 


‘LEATHER HEEL 


Discriminating taste suggests shoes for the 
occasion. So—when an attraction grace- 
fully attaches fiself to utility, it drifts beau- 
tifully into the realm of Fashion Sponsored 


apparel. 


~ \d . 
Laird Schober and Company 


Philadelphia, Pa. 











The Domestic Line 
of GOLO 


Complete assortments IN STOCK 
AT INDUCING PRICES 







A complete line 
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Reduced Prices On 
Wanted Colors 

















Orders filled 
from stock on 
hand, in rota- 
tion as received. 


Across the Board 


Formerly 
$4.00 to $4.60 




































































































soles. 


Padded, satin covered heels or 
new process painted heels to 
match, as shown. 


GOLO SLIPPER COMPANY 


129DUANE ST. | NEW YORK 
Branch Sales Office: 1634-5 Republic Bldg., Chicago, IIl. 





of soft = sole 
leather slippers Merchants Top Quality Construction and Materials 
in all the. fav- 
ored grains and 
colors. 3—4—5-—-6—7— 8 
All Patent. AA 72 es 2 3 
A 2 & 22 22 2 
Was $4.00 B 2.2 22 2 sa 2-2 
* #3 @4¢@6 30 F € 6.4 2.28 
AA ss 22 2 F § 
All Black Satin. A > 3s 2 2-3°s3 2 3 
B S & 2 2 22 8 2 F 
Was $4.00 £34686 8:8 F SB 
AA 23a & 2 F 2 
All Black Calf. A ss 34¢.¢6¢83 2 3 
B 3s 43° 6 64 6 2 2 2 
Was $4.35 eso.3:43¢ F386 69S 23 2 
Blue Satin Vamp. AA 22 6 2 @ 3 
lue Flower Satin A ,¢#gees&¢e 
Quarter. B3 5 441110 6 4 4 ~#J 
The popular soft Was $4.35 Cc 
soled, Kid D’Orsay Blue Kid Vamp. Blue | AA 22233 3 
with satin lining Ooze Quarter. A J R f z ,; es 3 
: B 5 4 
sg —- a Was $4.60 | C 3 5 691011 7 9 
> ’ 
Jade and Patent Blue Ooze Vamp. Blue | AA fs 3s 44 9% § 
a etael te Kid Quarter. ) Sea eee 
ings. Was $4.60 |C 12223 33 3 2:1 
Burgundy Kid Vamp. AA $322 2 
Burg. Ooze Q'’tr. A 2, 7uUwe Ss 4 
B 2 2 6.6 32 9 
Was $4.60 c 2.6423 F £& ee 3 
Bottle Green Kid AA 2 2s28 2 
Vamp. Green Ooze A Raat ef 
Quarter. B 4 23 3s 3 Ff 2 
Was $4.60 c 
AA > 2s 2 2 1 
All Black Ooze. A fe. 2 2 + 2 Ss 
B ec 4246¢eeéeeea2s 
Was $4.35 ©e\s;s@06865 678628 8 
A full line of satin AA eos se a Ye 
boudoirs in square All Brown Ooze. sy es } 2 2 : : : : : 
and diamond we 3 8 5 4S FS F EF 8 
quilt; soft or hard Was $4.35 ‘ 















































$3.50 provided order includes all widths in proportion on a style. 
If order is concentrated on only one or two widths or any one 
No order for less than 12 pairs. 





style® add 25c. per pair. 
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RETAILER 
fF women 


Real arch supporting shoes with spe- 
cial shanks—long counters, combina- 
tion lasts and surprising in their snap 
and style. 
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Or you may have them as a pri- 
vate line with your own name 
stamped on the bottom of every 
pair. Write for the details. 








The “‘Louise” 


No. B5030, Sizes 3 to 
9, Widths A to E and 
EEE. 


B5030 in Patent 
* $2.75 


The “Betsy” 


No. B5000, Sizes 3 to 
9, Widths A to E 


B5000 Patent, $2.75 


B5001 Black Kid 
$2.75 


The “Augusta” 


No. B5060, Sizes 3 to 
9, Widths A to E and 
EEE. 

B5060 in Patent 
$2.75 


B5061 Black Kid 
$2.75 


B5064 Full Grain 
Tan Cal 
$2.75 


B5031 in Black Kid 
2.75 


The “Melba” Tie 


No. B5070 Sizes 3 to 
9, Widths A to E and 
B5070 in Patent 


$2.75 


B5071 in Black Kid 
$2.75 


B5072 Golden Brown 
Kid $2.75 


MUSKIN SHOE COMPANY 


BALTIMORE, MD. 


419 E. OLIVER ST. 
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Im provea 
Zinc Oxide Pads 





A Practical 


HEEL GRIP 


The new Wizard Improved Heel Grip at 
last offers a real, practical correction to the 
problem of slipping heels. The new Wizard 
Grip fills in the natural hollows in the sides 
of the heel, holding firmly but gently with 
soft rubber fingers. The Wizard Improved 
Heel Grip is so thin across the back it will 
neither wear holes in stockings nor cause 
ungraceful bulging in the shoe. Makes the 
shoe fit snugly—but does not crowd the foot. 


The new Wizard Improved Heel Grip comes 
to you at $2.25 per dozen mounted on an 
attractive, compact display easel. The top 
pair is specially packed in cellophane for 
display of the special Wizard features. 
Wizard Grips sell for only 30c. a pair. With 
the display card on your counter, you will 


find them a rapid seller. 


Send us a trial order for Wizard Improved 
Heel Grips today, mounted on the attrac- 
tive, eye-catching display card. 








WIZARD COMPANY, 1629 Locust Street 
' ST. LOUIS, MO. 


A NEW Cushioned 


CORN PAD 


Contains Mercurochrome (HW&D) 


Let us sample your customers on this new- 
est Wizard product. In response to samples 
of Wizard Improved Corn Pads we have 
sent out, we have scores of letters from men 
and women asking where Wizard Pads can 
be secured. The new Wizard Corn Pad 
contains mercurochrome as its antiseptic 
ingredient. It gives instant relief by cushion- 
ing the corn from the pressure that causes 
pain. The cushiony comfort it provides is 
achieved, however, without bulkiness. Ad- 
vertised in the Saturday Evening Post—the 
new Wizard Improved Corn Pads are rapid 
sellers on demonstration—and repeat sellers 
with those who know them. The pads are 
specially packed for shipment to you in at- 
tractive cartons at $2.75 per dozen, mounted 
on an effective counter display easel. Each 
package retails for 35c. 


Special Offer 


We want a Wizard Corn Pad card on your counter 
as quickly as possible. For every gross of: pads 
you order from us at this time, we will send a 
special letter and a free sample tod a list of 100 of 
your customers explaining the merit of the pad 
and referring them to yourself for their supply. 
Get this new improved Wizard Corn Pad on your 
counter today and start them moving off your 
counter by taking advantage of this special sam- 
pling offer. 

Send us your order today—and attach the list o! 
names you want us to circularize. 





Canadian Distributors, CANADIAN SPECIALTIES, LIMITED 


33 Sanford Avenue, South, Hamilton, Canada. 
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An In Stock service doesn’t mean anything if you cannot get the new 


items that are swept into popularity almost overnight. 


When Suede is the rage, you'll want it in your windows, on your 
shelves and in your customer’s wardrobes while it is still the rage. 


The Ardsley, in Black and Brown Suede, is now one of the brightest 
stars in the style constellation. Also in stock in Patent Leather and 
Genuine Brown Alligator. 


MATIX SHOES 


EW SEOCK 


S 553 Black Suede Mat Kid Strap - - - - - $7.25 
S 549 Brown Suede, Gen. Brown Alligator Strap - 7.60 
S 550 Gen. Brown Alligator, Suede Strap - - - - 8.75 
S 548 Patent Leather, Mat Kid Strap - - - - - 650 


This is the famous Matrix shoe moulded to fit the sole of the foot— 
a comfort feature as strikingly different as the very name itself. Think 
what that means in getting your customers to remember your store. 


FR REED 


& COMPANY, ROCHESTER,N.Y. 


Manufacturers for over Sixty Years of 
Women's Fine Footwear 


New York Style Studio, Marbridge Bldg., Broadway and 34th Sts. 
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Cleaning and Polishing 





Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 











‘Tz SHOE CLEANING MACHINE— MODEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
‘driven, the motor belting directly to a grooved driving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 
power is not available. 


Let us supply you with further particulars 


United Shoe Machinery ape 


BOSTON, MASSACHUSETTS 


Auburn, Maine i? Johnson City, N. Y........+..- 276 Main New York, N.Y 
93 5 M 306 Broad Philadelphi Pa 


Brockton, Mass Centr 

Chicago, Ill mil Reaieheavees 18 coum Dorhee Ma » 11 Florence Rochester, 

Cincinnati, Ohio Gilbert ¥ St. Louis, Mo. 
a 'M "Ss Essex 2 § » 
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B3112—Black Calf, Croney 
Last—Right and Left Quar- 
ter Patterns. 

B3113—Medium Brown Calf, 
Croney Last-—Right and Left 
Quarter Patterns. 


Price $4.85 
Widths, A to D, 5-11. 


BS105—tieyl’s Black Calf, 
Hotspur Last—Half Double 
Sole. 

B3108—Dark Brown Calf, 
Hotspur Last—Half Double 

1 


e. 
Widths, B to D, 5-11. 
Black $5.25—Tan 85.10 


B3110—Black Calf, French 
Brogue Last—Right and Left 
Quarter Patterns. 


B3111-—Dark Brown Calf, 
French Brogue Last—Right 
and Left Quarter Patterns. 


Price $4. 
Widths, A to B, 5-11. 


B3104—Black Calf, Hotspur 
Last—Right and Left Quar- 
ter Patterns. 


B3105—Medium Brown Calf, 
Hotspur Last — Right and 
Left Quarter Patterns. 

Price $4.85 
Widths, A and D, 5-11. 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 


ns 
a3 
bs 


Many 
New Styles 


IN STOCK 


At 
. 


Greater value than ever awaits 
Crossett merchants and con- 
sumers! The price scale has 
been lowered, quality extended, 
shoemaking put on a new high 
level for Crossett and Lewis 
shoes while increasing the deal- 
er’s margin of profit. The style 
range has expanded in current 
numbers and staples, more 
models to satisfy more tastes in 
both the Crossett and Lewis 
lines. 


The Crossett In-Stock Control 
system continues as in the past 
to keep you sized-in on fresh, 
clean models, all in the fore- 
front of fashion. 


Ask for salesman with complete lines, 
including special group of Crossett 
shoes to retail as low as $7.00. Copy of 
Catalog No. 82, showing styles of 
Crossett and Lewis shoes procurable 
under the In-Stock Control System, on 
request. 
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The A ~ a So you 
n antic Littleways 

Garofalo Pump a little bit better than the run 
made up in Black of $5 to $6.50 sellers. Added 
° J Baa to their smart style and excel- 
Satin, $5 85 - lent fitting qualities is a flexi- 
can be made in ble, tackless construction that 





imparts a feeling of comfort 
to the wearers. This, more 
than all else, is responsible 
for the remarkable repeat 
business our customers are 
enjoying. May we lay the 
proposition before you? 


any conceivable 
combination 
of leathers. 















17/8—15/8 Heel 






35% of the production of Garofalo’s workshop 
is devoted to the Garofalo pump, which has Littleway 
acquired a fine sige = = oo 

shoemen everywhere. erchants who are in- 

terested in Senudiog a high grade excellent A T L A N T I C 
fitting pump are requested to write for SHOE CoO. 
samples. Orders filled within two weeks. 


Every Atlantic Shoe a 








So. Boston, Mass. 


: SHOE flo Lor No NY; 


58 Walton St. Brooklyn, N. Y. 
























Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names 
and answering questions in an intelligent manner? 






If you can'’t—you need the 


“Shoe and Leather Lexicon’’ 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


of the Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 


80 Federal St. : - Boston, Mass. 
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Boots pep things up—and how! The 
chickens just flock to the shop that 
has ’em. In they come—out they 
strut—with the old register cackling 


away merrily.—Feed ’em boots! 


In Stock 


1060 — Patent Leather, : 
Blue Inside Collar Fac- C Wide 
ing, Spike Heels. 3 to 8 
1061 — Same in Cuban 

Heels. 

1062 — Patent Leather, 

Red Inside Collar Fac- 

ing, Spike Heels. 

1063 — Same in Cuban 

Heels. 


The WHIZ 


The Bang 


2001—Patent, Red Lisz- 
ard Collar. 


2003—Patent, Blue Liz- 
ard Collar. 


2005—Kaffor Kid, Cun 
Metal Silver Collar. 


2007—Brown Kid, Brown 
Chinchilla Collar. 


Cuban Heels Only. 


The BANG 


$4.25 


less 5% 




















less than 12 pairs of a style. stantly In-Stock. 


No initial orders accepted for Many other novelties con- 


Aronson Bros. Shoe Co. Iuc., 213 Essex St., Boston, Mass. 








x 


Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe 
and leather trade? Can you make a good impression on a 
customer by calling things by their correct names and answering 
questions in an intelligent manner? 

If you can’t—you need the 


Shoe and Leather Lexicon 


An authoritative dictionary of the —. one in the I N 
shoe and leather trade. The price of zicon is 
P STOCK 


50 Cents 


(cash with order) 36 Pair Cases 





80 Federal St. Boston, Mass. bed 12 Duncan St. 


Boot and Shoe Recorder Publishing Co. A. W. GREELEY 


Women Prefer 
Boudoirs 


made by Greeley. These 

slippers are always com- 

fortable and come in col- 

ors or black, with leather or 
rubber heels. Ask 
your jobber—cr write 
to us. 





- = Haverhill, Mass. Be 
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COME INSIDE 


@ Recorder “Selling Messages” bring them in with the buying desire. 


@ Each window card is high-grade in appearance and appeal—not cheap, 
gaudy coloring that means nothing after catching the window-shopper’s 


eye. 


q Recorder window cards match your best window trimming effort. They 


give to your sales appeal a pleasant and effective tone. 


Art Card 
Holder Base 
(left) 


Comes in either Gold 
or Silver trim—mot- 
tled finish, felt lined 
bottom. Store name 
in panel, if you wish. 
Very tasty and at- 
tractive. You'll be 
proud of them along- 
side your finest win- 
dow fixtures. 













GETTING MORE SHOES SOLD 


depends first upon getting the customers to 


OS eee 








aE 
"> Oo 
Select the 
Service You Wish— 
Then Mail Coupon 


Service 8 cards (7”x11”), 
No. 1 2 Art Card Holders. 
100 Blank Price 


Tickets. 
$4.00 monthly ($48.00 the year). 





Service 10 cards (7”x11”), 
No. 1-B 4 Art Card Holders. 
100 Blank Price 
Tickets. 
$5.00 monthly ($60.00 the year). 
JUNIOR 4 cards, 2 Art 
Service Card Holders, or 
frames. 
50 Blank Price 
Tickets. 


$2.25 monthly ($27.00 the year). 
Printed Price Tickets 


12 each of any six prices, 50c. 
per month if wanted with any 
annual card service. 


ig a 








COUPON 












“Show Cards Double the Window’s Value” 


Try the Service for 30 Days—Mail the Coupon 


not entirely satisfied, you simply 
pay for the one month’s show- 
ing at the low yearly rate. Fair 
enough, you'll agree. Mail the 
coupon today! 


In the panel are brief descrip- 
tions of the several Services we 
are now in position to offer you. 
Select the one you wish. Try it 
for a month. Then if you are 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 





BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, Iil. 

Please enter our order for the Recorder “Selling 
Messages” card service No. ‘or one 
year, consisting of cards each month, 
and 2 art card holders, with the first month's 
service, beginning with cards for September, for 
which we will pa per year, payable 
$ per month. 

For cash in advance full year’s service, 
discount. 

We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 
We prefer:—Card holders, or frames 

(silver). 

Place following initials on frames (not more than 














10% 


(gold) 


Printed Price Tickets:— 


$—— $—_- => $+ $ $— 
(Any price: 15c. per dozen) 


—— $——- 








(Nov. 10th issue) 
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Starsof Celluloid Heavens 


will twinkle nationally 


for 
Robyn Health-Mode Dealers 


in 1929 


TuE live, up and coming dealer who takes on a Robyn Health- 
Mode Franchise will greatly increase his profits and turnover 
during the year 1929. For he will have behind him a solid 
program of national advertising in such leading publications 
as The Motion Picture Magazine, The Christian Herald and 
McCall’s. 


A complete tie-up with some of Hollywood’s most famous 
film stars has been arranged. Their pictures together with 
suitable stories of their endorsement of Robyn Health-Mode 
Shoes will be told in the advertisements, appearing in the 
above magazines. 


c/anet &Y wnor 


These magazines will reach millions of prospective buyers 
with these and other stories regarding the great comfort ex- 


, perienced by wearing Robyn Health-Mode Shoes, plus a Style, 
». 
—_—" 


not often to be found in corrective shoes. 


In addition the Robinson-Bynon Shoe Company will offer 
personalized assistance to dealers by rendering unique mer- 
chandising help. They have retained a nationally known 
merchandising firm whose counsel and advice is at the com- 
mand of their dealers. Also, Robyn Health-Mode Dealers will 
be provided with dealer helps in the form of window displays 
and counter cards, price tickets, booklets and folders, portfolios 
of shoe styles, cuts and mats for newspaper advertising, etc., al! 
of which is designed to carry out the Health-Mode idea of cor- 
rect orthopedic design built into Stylish Shoes. 


( Alice Wh ite Health-Mode Advertising starts in January 1929. The dealer 
who is ready to show Health-Mode Shoes will get the most out 
of it. There are still some valuable territories open to forward- 
looking dealers who realize the great merchandising oppor- 
tunity afforded with this shoe. 


dy 


If you are interested in the Health-Mode Dealership, we sug- 
gest that you write us promptly. 


> / \ 


Marie Prevost 


The Robinson-Bynon Shoe Co. 
Auburn, New York 








BOOT AND SHOE RECORDER November 10, 1928 
















































































Suede shoe sales unaccompanied by the 
sale of a SAFE suede dressing, represents 
the difference between one profit to you 
and two. 


Emphasis is placed on the word SAFE for 
reasons, against which you are justified in 
being cautious. Nappy Leathers are sensi- 
tive leathers and a desirable cleaner must 
safeguard their pecularities. 

Our Chic Liquid Suede Dressing is made 
by a new formula and can be relied on 
for highly satisfactory results. Our Stick 
Cleaner is the most perfect product possible 
to produce for the purpose. 

By ordering Chic Liquid Suede Dressing 
and Stick Cleanerinan assortment of colors 
you will be well prepared for customer 


ass sage are prepared to serve youk- 
Ly WHITTEMORE BROS. 


MAKERS OF SUPERIOR SHOE POLISH 


NEARLY A CENTURY 
BOSTON, MASS. 
Mode Beige, Mocha Bisque, Spanish 
Brown, Grege, Marron Glacé, Trotteur 


Tan, Java Brown, Gun Metal, Navy 
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on the 


hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 





Better Business Thoughts 


Six Statler Shoe Salesmen of Boston submit the 


following symposium: 


1.—Don’t talk business down—talk it up. Bad news 
travels faster and ts more deadly than good news. 
When the merchandising system needs only a cup 
of black coffee, it is a mistake to feed it denatured 


alcohol. 


2.—There is nothing magical nor miraculous about the 
shoe business. Two and two make four, just the 


same as always. 


Two or more similar grades of 


shoes, made of the same materials, and of the same 
workmanship, are also similar as to price. 
3.—Supply and demand always have determined and 


always will detemine price. 


If you want to create 


a demand for a certain leather, or line, SHOW IT 


TO THE PUBLIC. 


4.—Pick lines made by reliable manufacturers, and 
concentrate on lines that you have found satisfac- 
tory, if you would continue to satisfy the wants of 


your trade. 


5.—Play the game yourself. Give it your intelligent 


thought. 
of unwise competitors. 


Don’t be disturbed by unsound operations 
Beware of fictitious prices. 


6.—The most successful retail shoe houses are those 


which have experienced buyers. 


You cannot fire 


a big bertha with a cartridge for a 22 caliber re- 
volver, and hit the mark. 


ERT GLIDDEN and Frank Fowler 

are in charge of the Boston sales 
office of Dodge Bros. Shoe Co., which 
recently moved from 183 Essex Street 
to the Statler Building. 


HOE merchants in Oklahoma will 

be glad to learn that P. G. Hill has 
connected with the F. M. Hoyt Shoe 
Co. He is calling on them at the 
present time with his fall line of in- 
stock Beacons, as well as booking busi- 
ness for spring on his snappy line of 
sport and young men’s numbers. “P. 
G.” as he is called by everybody is 
well known in the territory for he has 
covered it for years. 


YDNEY ADLER of the Cohen- 

Adler Shoe Co., Baltimore, _—* 
died recently, aged 43 years. 
covered Baltimore and Philadelphia 
for his house. He leaves a wife, who 
is the beneficiary in the $1,000 N. S. 
T. A. group life insurance feature. 








jouer CROOKS, former buyer and 
manager of Nugent’s men’s shoe 
department of St. Louis, is now “on 
the other side of the picture” and is 
selling the J. W. Carter Shoe Co.’s line 
in his territory. Mr. Crooks has an 
extensive acquaintance with the buyers 
in St. Louis and adjacent sections. 


F RANK WARD, who represents Ger- 
berich-Payne and Wood-Smith, was 
in San Francisco recently calling on 
his trade. He is now covering Pacific 
Coast territory with his new spring 
line. 


RTHUR A. ROSENBUSH, son of 

Al. A. Rosenbush, wholesale shoes, 
146 Lincoln Street, is now one of the 
inside salesmen of this house. Mr. 
Rosenbush reports that brown suedes 
and black suedes are two of the sea- 
son’s most popular sellers. Mr. Rosen- 
bush has been on the sales staff of this 
house for the past three months. 


Harry O. Rice 


HARRY O. RICE is in charge of the 
new in-stock branch of the Robin- 
son-Bynon Shoe Co., which recently 
opened at 45 Fourth Street, Portland, 
Ore., under the name of the D-B Shoe 
Co. Harry Rice has a wide acquaint- 
ance with retail shoe merchants in his 
territory. In addition to supervising 
the Portland branch, he will continue 
to carry the factory line and specially 
made-up numbers, including the Robyn 
Health-Mode corrective footwear, for 
which exclusive agencies are now being 
arranged. For a number of years an 
in-stock department has been main- 
tained at Los Angeles; the new branch 
at Portland is opened to better serve 
the Pacific Northwest trade. Merton 
E. Briggs will continue in charge of 
the Robyn Los Angeles branch. Robert 
W. Gannon, who makes his headquar- 
ters at San Francisco, and W. * 
Wagoner, who travels out of Los An- 
geles, assist Mr. Briggs. 


Merton E. Briggs 


HE Philadelphia Shoe Travelers’ 

Association held a noon meeting at 
Room 311, Forrest Building, on Nov. 
3. Final plans were effected for co- 
operation with the Middle Atlantic 
Shoe Retailers Association at the con- 
vention of this latter association, to 
be held at the Hotel Adelphia, Phila- 
delphia, Jan. 21-23, and for the secur- 
ing of sample rooms at the Style Show. 
Paul S. Lippincott, Jr., is the president 
of this association. 


HE Wisconsin Shoe Travelers’ As- 

sociation held a recent and well- 
attended meeting at the Hotel Plankin- 
ton. Chris Johnson is secretary of this 
live-wire organization. Frank Larkin, 
one of the good boosters of the Badger 
State boys, is vice-president of the 
National Shoe Travelers’ Association. 
A strong effort is being made by the 
boys to have Milwaukee the 1930 N. 
S. T. A. convention city. 
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“Judith” 


AND SHOE 





Here is a Walking Shoe 
That Really Clings 


It is said that two eyelet patterns, because of their adapted to meet the needs of those of our trade who 
low line, cannot be made to fit. demand shorter appearing shoes that meet the Wilbur 
“Judith” does fit. This tie is cut to fit very snugly Coon standard of fitting. 
through the waist. With a snug fit at the blucher points The 310 last has a generous toe, and produces a 
the quarters draw in snugly, and the shoe clings to nar- vamp running % shorter than our 309 last. 
row or short heels. It has a nicely developed arch, and carries a 14/8 
This pretty pattern is drawn over our new 310 last; heel. 


“JUDITH” IS STOCKED IN 


StyLeE B1727—Patent leather vamp and foxing, dull calf quarter and tongue. 
Leather heel, fibre top lift. Price $5.65. 


StyLE B1728—Dull calf vamp and foxing, Wistaria embossed calf quarter and 
tongue. Leather heel, fibre top lift. Price $5.65. 


StyLE B1729—Betty Brown calf vamp and foxing, mode beige calf quarter and 
tongue. Leather heel, fibre top lift. Price $5.65. 


StyLE B1730—All black glazed kid. Leather heel, fibre top lift. Price $5.65. 


In Stock 
Widths AAAAAA/AAAA to E/EEE 
Sizes 2¥, to 11 
(Note: Sizes 1 to 2, not stocked) 








J \ ; 
37 Canal St., Rochester, N. Y. 
\ Chicago Office: 189 W. Madison St. 4 
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ALES Manager 


A. D.. Esta- 
brook of the Ault- 
Shackford Shoe 


Co., says that the 
selling staff of the 
new company is 
now complete, and 
that the 19 men 
comprising the 
salesforce, 
announced in these 
columns Oct. 6, 
are now in their 
territories. Charles 
Ault, president of 
the Ault-Shackford Shoe Co., is also 
president of the Awlt-Williamson Shoe 
Co.; Lester B. Shackford is treasurer 
of Ault-Shackford Shoe Co., and is 
vice-president of Aylt-Williamson Shoe 
Co. John H. Cross is superintendent 
of manufacturing. The new company 
is now cutting about 1000 pairs of 
“Ann Elise” shoes daily. This line 
will be carried in stock at both Auburn, 
Me., and at St. Louis. Messrs. Ault, 
Shackford and Estabrook, made a 
recent visit to St. Louis. 





A. D. Estabrook 


EORGE CUMMINGS has returned 

from his trip through the Middle 
West. Mr. Cummings sells L. B 
Evans Sons’ line of slippers. George 
says that his new “Companionate” 
numbers are making a big hit, as both 
Ma and Pa, and the children, too, all 
look like “Twins” as to their feet. 


pees JONES has recently taken on 
the representation of the W. C. 
Goodger of Rochester line in Ohio; J. 
Weidenmeyer travels Pennsylvania for 
Goodger. Mr. Weidenmeyer, one of 
the best known salesmen on the Good- 
ger staff, travels Pennsylvania, and 
will also help Mr. Jones. 


H. BOYLE 
*with the 
Shaft-Pierce Shoe 
Co. motored up to 
Faribault from his 
home in Oklahoma 
City for the sales 
conference and 
brought his wife 
and daughter 
along to view the 
northern scenery. 
On departing for 
his territory he 
said he would be 
glad to get back to 
Oklahoma City, and that the only thing 
he really thought much of in the 
North was “Acrobat” shoes. Mr. 
Boyle is well known in Oklahoma where 
he has traveled for a number of years. 





John H. Boyle 


"T motay F. KELLEHER, formerly 
head of the Kelleher Sales Co., rep- 
resents S. Rosenberg & Son, Inc., in the 
Middle West. He is now on a three to 
four weeks’ trip. He recently returned 
to the Boston office from a similar trip 
and from his findings says that the 
trade should look forward to a very 
successful fall and winter season, be- 
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O. J. Paden 


cause the shoe business, as well as all 
other lines of business, are in a healthy 
condition. “It is important, however,” 
observes Mr. Kelleher, “that the trade 
keeps it balance, not losing its head 
over price fluctuations, nor the ‘ups 
and downs’ of seasonable trends; ap- 
preciating shoe values, and studying 
the demand. In this way, I confidently 
believe that we can look forward to a 
constantly improving condition until 
we have reached a point of stability 
surpassing any prosperity we have for 
a long time enjoyed.” Mr. Kelleher 
has been in the shoe business for the 
past 17 years. Prior to organizing the 
Kelleher Sales Co., he represented the 
Derry Shoe Co. and Wiley, Bickford & 
Sweet. 





Prior to joining the sales organ- 
ization of Wolock & Bauer, 
prominent retail shoe merchants 
of Chicago, Hal Long, traveled 
the Southern States for Brauer 
Bros. Co. of St. Louis. This was 
about a year ago. Hal now 
greets the public and the trade 
from the first floor of the Wolock 
& Bauer, Michigan Boulevard 
salon, of which he is in charge. 
Hal is a good golfer, as he recent- 
ly proved in the second annual 
W. & B. golf tournament held 
recently at.*Big Oaks. Twelve 
members of the W. & B. organ- 
ization participated but Hal cap- 
tured the trophy with an average 
75 for the two rounds, qualifying 
and elimination. “When asso- 
ciated with winners, you'll win,” 
said Hal. 












GOLDSTEIN, 
* covering St. 
Louis, and Illinois 
for the Samuel 
Cohen Shoe Co., 
Boston, manufac- 
turers and dis- 
tributors of “On- 
Time” ladies’ nov- 
elty shoes, is con- 
sidered one of the 
most aggressive 
men on the firm’s 
sales: force. Prior 
to January, 1928, F. Goldstein 
he was merely an 
ordinary clerk in a small retail shoe 
store from where he was hired into 
the sales force of the above men- 
tioned concern. Leo H. Cohen, direc- 
tor of sales, claims of all the men 
on his force, Goldstein has unques- 
tionably shown unusually satisfactory 
sales ability, in the face of innumerable 
and almost insurmountable obstacles. 
Goldstein went into a keenly competi- 
tive territory as a novice, with a line 
of shoes that was little known. So 
far this year, Goldstein has been suc- 
cessful in opening up 129 of the most 
desirable accounts in his territory. A 
week does not pass by but that his 
name appears in the firm’s weekly 
bulletin of “News Flashes” compli- 
menting him highly. Moreover, hardly 
a week passes that one of his custom- 
ers does not submit a praiseworthy 
letter as to his conduct and very co- 
operative spirit. Lower than fourth 
on the list of largest sales, is unusual 
for Goldstein. Second or third is cus- 
tomary. “To know Goldstein is to 
admire him and we, invariably upon 
receipt of an advance postal card from 
him, await his arrival anxiously,” 
wrote recently to the firm one of Mr. 
Goldstein’s many customer-friends. 





J. PADEN, who was for many 
* years buyer and merchandiser 
for the Endicott-Johnson Corporation’s 


‘ retail stores, recently joined the sales 


force of Dunn & McCarthy Co., and will 
carry the Enna Jettick line into Cen- 
tral Pennsylvania, with headquarters at 
Altoona. 





ALTER S. WEIL, widely known 

to the eastern trade, as Wallie 
Weil, is now representing Strass- 
burger-Styles, Brooklyn, on the Pacific 
Coast. He is making his home in Los 
Angeles. 


V. COOPER 
* has had un- 
usual success with 
his territory since 
coming with Shaft- 
Pierce a year and 
a half ago. His 
territory consists 
of Upper Mich- 
igan, Northern 
Minnesota and 
Wisconsin. L. E. 
Wade of Illinois 
has been with 
Shaft-Pierce Shoe C. V. Cooper 
Co. for three sea- 
sons, and is known throughout his ter- 
ritory as “Lou” by his many trade 
friends. He is very optimistic about 
the coming season. Mr. Wade also 
covers part of Indiana. 
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On any course or in any walk of life RAJAH 
Crepe Soles belong in the picture. 
Nor does the RAJAH Crepe Sole play any 
favorites. Whether your customer be Golfer or 
Yachtsman; Tennis Player or Camper; Adult 
or Youngster . . . here's the Sole for their 
activities. 
Of 100% selected plantation Rubber; built ae eee eee. 
as only the craftsman can build; resilient . . . a 
rugged ... fine appearing; sold to make sport ee eee 


shoe sales. Retailer who sells them — 


The price has been greatly reduced for the siasiniliane 


coming season. Shoes equipped with oa) 
Soles lend distin@ion totheline 


ALFRED HALE RUBBER Co. 
Manufacturers.of RaJau Products - ATLANTIC, MASS. 


Established 1837 
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aiters the Gift 


Atmosphere 


Christmas Is Only Six Weeks Away. Galoshes Go Gaily With Glittering 
“Snow and Ice” Window Floors and Backgrounds 


the most salable of shoe 
Y store Christmas gift 
goods—and Christmas is only 
six weeks away! To display 
the new galoshes, with their 
harmonizing and coordinat- 
ing-with-costume colors and 
patterns, is to effect a large 
pre-holiday distribution. The 
old merchandising saying of 
“One pair of overshoes sold 
before Christmas is worth 
two pairs sold after Christ- 
mas” is. self-evident. The 
trade is now in a period of 
“wanted” goods, rather than 
“needed” goods. It is not 
necessary to lower prices of 
overshoes in order to move 
them. It is deplorable, as well 
as unprofitable, to cut prices 


Gite most are one of 











The Care of Rubbers 


TELL YOUR TRADE THAT: 
It pays to buy quality overshoes—they 
last longer. 
Overshoes should be purchased at the 
time undershoes are purchased, in order to 
be fitted in the right type of heel. 
Overshoes wear out more quickly if used 
over undershoes with run-down heels. 
The well dressed woman will have severa! 
pairs of overshoes in her wardrobe this 
season, in the various types and colors to 
coordinate with her various costumes. 
The feet should not be warmed over hot 
radiators and steam pipes, when wearing 
overshoes. 
Rubbers should not be left in cold halls, 
or porches, as freezing makes them brittle. 
Gasolines and other oils are deadly foes 
to rubberwear, causing it to decompose. 





on quality goods and new 
styles at the beginning of a 


season, and particularly this year, when the correct 
overshoes as well as the correct undershoes, hosiery, 
handbag, jewelry, gloves, hat and scarf play so impor- 
tant a part in the picture of which the dress or coat 


is the background. 


HE galoshes for late fall and 

winter, 1928-1929, show a wide 
variety of fabrics in their uppers. 
The new, light-weight, all-rubber 
upper, for the most part developed 
with the moire finish in several two- 
tone combinations, is one of the 
numbers which has been bought in 
volume by retail shoe merchants the 
country over. In this connection it 
may be interesting to note that the 
very first overshoe of any descrip- 
tion, made way back before Good- 
year discovered the method of vul- 
canizing rubber in 1843, was the 
all-rubber galosh. Merchants of 
Boston imported rubber from South 
America in the 1800’s, and many 
companies in and around Boston 
molded the raw rubber into boots, 
short and tall, several decades be- 


A light-weight all rubber shoe for 
rainy days. This model is developed 
in beige and brown, with turn-up, or 
turn-down, cuff and delicately colored 
silk lining. There are three pearl- 
topped snap on and off fasteners. 
Maker’s name on request 


fore vulcanization was dis- 
covered. The product was not 
satisfactory, however, as it 
was unduly softened by the 
slightest heat and hardened 
to the breaking point by the 
cold. The modern “child” is 
indeed a great improvement 
over its “first parents.” The 
new all-over rubber shoe is 
not only practical, but is like- 
wise dainty and can be easily 
“parked” or packed for emer- 
gency use, rolling into a small 
space. 


HE utility features of 

quality “rubber-wear” ga- 
loshes should be stressed to 
the public, namely—their 
styleful color combinations; 
their up-to-date details of 
construction, such as the loca- 
tion of fasteners, straps, pat- 





terns, lasts and heels; attention of the public should be 
called to the smoothness with which the material fits 
over the last, insuring long wearing, as well as trim- 
ness of, foot and ankle. 


High and low gaiters each have 
their place in the fashionable galosh 
assortment which the merchant may 
with profit feature prominently. In- 
cluded in the Christmas galosh gift 
display, it will not be amiss to in- 
clude a few pairs of the four-buckle 
jersey “toppers.” Each merchant 
knows the requirements of his com- 
munity in this direction. In the con- 
ventional black, the country house- 
wife will undoubtedly want a pair 
for her crosstown trips; the. city 
woman would undoubtedly be 
prompted to buy an extra pair for 
“every-day” wear. In colder cli- 
mates, the four-buckle gaiters may 
be chosen in greater numbers if 
they have a fleece lining for added 
warmth. The folk in your trading 
areas are taking more interest each 
year in quality rubberwear, and so 
more appealingly displayed rubber- 
wear is being sold right at prices. 
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if all your stock were 
Constant Comfort- 


—You would always make adequate 


full profit on every pair. 


—You would never have to depreciate 
your stock at inventory time. 


—You would have a nationally adver- 
tised shoe—the greatest name in com- 
fort-style footwear—the favorite of 
millions of women. 


—You would have a true foot-health, 
genuine rigid steel perfect arch-support- 
ing shoe. 


—You would have satisfied customers, 
repeat business, constantly growing 
trade. 


—You would have merchandise match- 
less in quality in this grade. 


—You would have the only line in the 


world made 100% on the new Co- 
ordinated Lasts and Pattern System. 


—You would have frequent turn-over, 
through the over-night in-stock service 
maintained at Saint Louis and Auburn, 
Maine. 


—You would have thorough co-opera- 
tion in a wide variety of sales helps. 


* * * 


Of course we understand that no store 
can do all its business on Constant Com- 
fort Shoes. 


But the fact remains that the larger the 
percentage of your business done on this 
line, the larger your margin of safety, 
with certain profit and inventory value 
—and the better your business condition. 


There is a Constant Comfort style for every need of every woman! 


Why not enthusiastically and persistently push such a line as 


Constant Comfort? 


Lengthen the Constant Comfort line in your store—get behind 


it—and prosper! 


AULT-WILLIAMSON SHOE CO. 


TURN SHOE SPECIALISTS 


ST. LOUIS, MO. 
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20CHESTER 


Here Are the Reptilians for Fall 


IN STOCK NOW 
Baby Alligators—Lizards—Snakes 


Eight of the smartest of Genuine Reptilians. 
Every one of them IN-STOCK ready for 
immediate delivery to the progressive 
merchant who wants to keep shoes 
moving out and profits coming in. 








ora mere earn 





“MAIDA” 
Special Process 
iedium Toe 
B-985—Genuine Amber 
Baby Alligator with Brown 
Suede Quarter to match. .$6.00 


“MAIDA” 
oo Process 
m Toe 
B-075—Genuine. Black 
Lizard with Black Suede 
Quarter $8.00 


“BALZAR” 
Special hae Ty 
Medium Round Toe 

-908—Genuine Brown 
Baby Alligator with Brown 
Kid to match $5 


Detroit Office: 
Detroit-Leland Hotel 
Cc. G. SELLERS 


Pittsburgh Office: 


B. W. MOYLAN 


San Francisco Office: 
Plaza Hotel 
H. S. KUSHINS 








Goodyear Welts 


“ECHO” 
Medium Toe 
B-968—Genuine Amber 
Baby Alligator 87. 


ms ana 
Medium Toe 
B-932—Genuine Amber 
Baby Alligator 














SIZES 


AAA cccceceecceees 
AA .. 


Srrerrirreee eee ee) to 


 Ackddewemeads dene ae 


coccccccvccccecS to 
coccsved to 


Terrrrrrrrreee eet) to 


Terms Net 30 Days 


Twenty-five cents additional for orders of less than three pairs. 





THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 
Write for Agency Proposition 


“OSAGE” 
Special Process 
ium Toe 


B-992—Genuine Brown 


Lizard with Brown Kid 
Quarter to match 


“VERDELLE” 
Special Process 
Medium Toe 


B-848—Genuine Black 


Lizard with Mat Kid 
Quarter and Heel 


Quarter and Heel 

nuine Plantation 
‘Brown Snake with Brown 
Kid Quarter and Heel. 


“LUELLA” 
Special Process 
Medium Toe 
-996—Genuine Brown 
Snake with Brownstone 
Kid Quarter 


Les Angeles Office: 
111 East 8th St. 
Cc. E. VAN DE GRIFT 


Chicago Office: 
Majestic Hotel 
F. J. SATEK 


New , Sains Office: 
Draper Hotel, 
Northampton, Mass. 
ELLIOTT TA MONTAGNE 


: 
: 
: 
: 
: 
E 
: 
: 
: 
: 
: 
: 
: 
¥: 
: 
: 
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At right—Vase covered with 

small oblong mirrors. Heavy 

veneer back. Equipped with 
flower holder. 38 in. high 


Another modern small 
unit, 28 in. high, 16 in. 
wide. Composition vase, 
lacquered leaves and 


Below—For cases or small berries 


unit trims. Composition vase, 
silver foliage and droopers, 


red berries. 24 by 20 in. 


All Set for (9) hristmasr 


You Can Do a Good Job With a Few Decorative Units 


HE trend of all window 
trimming and_ store 
decoration is toward 
simplicity. This is particu- 
larly true of decorations 
which are symbolic. So let’s 
think about Christmas, be- 
cause it is none too early to 
place orders for display units. 
Not so many years ago 
even the high grade stores 
buried their merchandise 
beneath an avalanche of arti- 
ficial snow, overshadowed by 
a forest of holly and all 
messed up with dozens of 
poinsettias which, more often 
than not, framed the face of 
a pink-cheeked Santa Claus. 
And don’t forget the yards of 
red ribbon which started any 
old place and strayed all over 
the window and store interior. 
Today the Christmas atmos- 
phere can be obtained just as 
effectively, and is so obtained, 
by the judicious use of one, 
two or three major decora- 
tive units placed where they 
will catch the eye and lead it 
to the merchandise. 
The sparing use of such 
major decorative units not 
only compels more attention 


Christmas placque—homesote back cut 

in star design, with silver flitter edging. 

Wreath of lacquered leaves. Small stars 
suspended by silver ribbon 33 x 48 in. 


than the old-fashioned clutter 
but gives an entirely differ- 
ent impression of the mer- 
chandise. 

The two smaller’ units 
shown at the right and left 
sides of the top of this page 
can be used either as centers 
for small unit displays in win- 
dows or on the tops of dis- 
play cases or low shelving in- 
side the store. 

The plaque at the bottom 
of the page is essentially a 
background ornament, looking 
its best, probably, in the cen- 
ter of the back wall of the 
window. 

The vase also should be in 
the background, placed on the 
floor of the window and used 
as the centerpiece of the back- 
ground display. It could be 
used effectively, also, as the 
center of a back corner group- 
ing of merchandise. 

Show card and price tickets, 
too, should reflect the holiday 
spirit, but here, also, their 
decorative value must not be 
so high as to lead the eye 
away from the shoe and acces- 
sories which are for sale. 
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SKEEZIX 
SHOES aré 


Play Proof ° 


East is East, and West is West—but every- 
where hard-playing children are hard on 


shoes. 


A 8451—Brown Full Grain Pli- 6/8 842/11 
able Elk, Soft Toe, Korry Krome C-D Cc-D 
Sole, Spring Rubber Heel, 
8%/11- run 


A 351—Chrome Patent Leather 
Box Toe, Korry Krome Sole.... 


A 1051—Black Calf, 
Korry Krome Sole 


A 2751-—-Tan Calf, 
Korry Krome Sole 


“Another pair of shoes for Junior” is 
the constant and despairing demand 


$2.35 of harassed parents. 


Skeezix Shoes are made to with- 
stand the abuse of active young 
feet, and in so doing they earn 

the everlasting respect and 
confidence of parents for 
the store which sells them. 


LANCASTER SHOE CO..,. 


2.00 2.35 


Box Toe, 


Box 


SPORT OXFORD 
GJ 3153—Hubschmans Color No. 14 Brown 
Calf with Brown Lizard Trim. Channelled and 
Finished Oak Bend Soles. Heel as shown 11%4/2 
run. Spring Rubber Heel on 8%/11 run. 
GJ 365—Chrome Patent with Black Stroller 
Trim. Otherwise as above. 
GJ 1063—Black Smooth Calf with Black 
Lizard Trim. Otherwise as above. 


IN STOCK 
8%4/11 C-D wide 
1144/2 B-C-D wide 


Elizabethtown, Pa. 


Successors to W. A. WITHERS SHOE CO. 
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‘SATI 


Ohio Valley Shoe Men in Joint 
Convention at Columbus, May 1 3-16 


Dry Goods and Clothiers 
Also Meet; Expect At- 
tendance of 1500 
Merchants 


COLUMBUS, OHIO (UTPS)—The an- 
nual convention of the Ohio Valley 
Retail Shoe Dealers’ Association will 
be held conjointly with those of the 
Ohio Retail Dry Goods Association and 


the Ohio Retail Clothiers’ and Furnish- | 


ers’ Association in Columbus, May 13 
to 16, inclusive. Those dates were set 
at a meeting of the presidents of the 
three associations, with George V. 
Sheridan executive director of the 
Ohio Council of Retail Merchants and 
Secretary C. E. Dittmer of the Ohio 
Valley Retail Shoe Dealers’ Associa- 
tion, who is also secretary of the other 
two retail organizations. 

It is the first time that a joint con- 
vention of the magnitude of the forth- 
coming meeting has been arranged, and 
it is believed that the joint convention 
and other meetings to be scheduled for 
the week will bring the largest num- 
ber of Ohio retailers that has ever 
been assembled. In fact, it is believed 
that between 1200 and 1500 retailers 
will attend the convention in addition 
to many traveling salesmen in the three 
lines of business. 

A meeting of the Ohio Council of 
Retail Merchants will be held in 
Columbus during the joint convention, 
when retailers of the larger stores will 
be in attendance. In addition, the Ohio 
Display Men’s Association will hold a 
meeting. Another convention will be 
that of secretaries of retail merchants’ 
associations, to be held in Columbus at 
the same time. 

The program as outlined by the three 
presidents will include an Ohio Retail- 
ers’ Golf Tournament the first day of 
the meeting, May 13. All retailers are 
invited to participate in this tourna- 
ment, and prizes in the form of cups 
and golf supplies will be given to the 
winners. A special committee will be 
named shortly to arrange the details 
of the tournament. 

The morning of the second day will 
be devoted to the inspection of displays 
and the first joint assembly session will 
be held in the afternoon of May 14. 
At this session two outstanding au- 
thorities on merchandising will be se- 
cured to address the convention. In 
the evening there will be a joint smoker 
with informal talks and discussions. 

Following an inspection of merchan- 
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EVERY WEEK 
More Demand for Patent 
in Cincinnati Stores 


CINCINNATI, OHI0O—Suede continues 
to outsell anything that is being shown. 


—————-— | Brown is better than black, with green 


The Boot Moderne 


ined 


A freak style boot, designed by “Tom- 
my” Atkins of Lynn to illustrate the 
modernistic trend in shoe design and to 
show, also, what the new boots look like 
to the girl who has been wearing low 
cut footwear for the past several years 








dise on the morning of May 15, an- 
other joint assembly session will be 
held at 2 p. m., when several outstand- 
ing speakers will be on the program. 
The joint banquet will be held in the 
evening of that date with a well-known 
speaker and other entertainment fea- 
tures. 

The separate sessions of the associa- 
tions will be held on the morning of 
May 15. In these sessions committees 
will report, officers will be elected, and 
routine business transacted. 

Displays of merchandise, especially 
that of the shoe section, will be in sam- 
ple rooms at the Deshler-Wallick Hotel, 
where the convention sessions will be 
held. Indications point to a much 
larger display of shoes than was ever 
before attracted to the Ohio Valley 
Association. 


Celebrates 5th Birthday 


PROVIDENCE, R. I. (UTPS)—The 
Stylo Shoe Store here is now celebrat- 
ing its fifth birthday. The affair is 
being featured by special window dis- 
plays and unusually large newspaper 
space. Their “ad” featured over 500 
styles of women’s shoes, offered at $6 
a pair. During the event a pair of 
low-cuff women’s overshoes is being 
given to every purchaser of a pair of 
shoes. This is called “A Birthday Gift 
to You.” 





and wine shades fairly popular. Blue 


| suede is getting quite a bit of attention, 


and tan and brown in the modernistic 
designs are beginning to sell. It seems 
that this, like anything else modernis- 
tic, is going over to a certain extent, 
and some of the department stores are 


| showing velvet dresses with modern- 


istic effect to match. 

Retail merchants expect to have an 
average good season on black patent, 
which is considered fair at this time. 
Judging from reports from other cities, 
patent is holding up better in Cincin 
nati than elsewhere and sales sheets 
for the past thirty days show the de- 
mand for patent to be increasing. Es- 
pecially good are patent pumps and 
straps with narrow piping or large 
buckle ornaments. 


Brown is a first-rate seller in all 
shops and black kid is fair. Blue 
kid has been consistently good and 
an occasional call is heard for 
green and red. One merchant re- 
ports lots of calls for gray kid, 
but there are so many shades and 
women are so particular about ex- 
act matches that he is able to sell 
only about one pair for every ten 
inquiries. There is a conservative 
demand for reptilian leathers with 
lizard and alligator equally popu- 
lar. Both are especially good in 
combinations with kid or suede. 


Plain and figured crepe seems to be 
all the rage for dress wear, aithough it 
has not had any serious effect on the 
sale of black satin. The latter, how- 
ever, is less popular than a year ago, 
but it is expected to be fair through 
the season. Some blue satin is being 
shown but very little is being sold. The 
same applies to blue velvet, while 
black velvet is fairly popular. 


Nesmith Co. to Move 


Boston, Mass.—The Nesmith Shoe 
Co., for the past five years located at 
the corner of Kingston and Bedford 
Streets, will move on Jan. 1 to the 
Dexter Building, 453 Washington 
Street. The Nesmith Shoe Co. is a 
specialty house, selling corrective foot- 
wear and hosiery, and has been in busi- 
ness for the past 35 years. For 17 
years it was located on Otis Street, and 
prior to that on West Street. The rea- 
son for its move is the expiration of 
its lease. Meantime, a closing out sale 
at reduced prices is in process, so as 
to open at the Dexter Building with a 
brand-new stock. 
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Why 
a Real Fabric 
Lace Tip? 


On the ends of each Matson Lace 
is a real fabric lace tip. They are 
not placed there for beauty’s sake 
—much as they add to the trim, 
businesslike appearance of these 
laces. ‘They serve a much more 
practical use—easy lacing. 


The designers of the Matson Tip 
have made a lace which will slip 
through the smallest eyelets—for 
it has no shoulder or rough edges 
to catch. 





Matson is the only real fabric tip 
made—it puts dignity into the 
lace—and keeps it there. For a 
Matson Tip never becomes 
shabby. 


List of Agents 
Mr. Robert Baker 
366 Fifth Ave., New York, N. Y. 


Brooks & Co. 
32 South St., Boston, Mass. 


Hughes Faweett, Inc. 
115 Franklin St., New York, N. Y. 


Laing, Harrar & Chamberlin, Inc. 
43 North 3rd St., Philadelphia, Pa. 


John Lawrie & Sons 
515 So. Franklin St., Chicago, IIL 


Lothrop & Co. 
85 South St., Boston, Mass. 


National Fabric & Finishing Co. 
210 South St., Boston, Mass. 


Strauss Bros. & Co. 
353 Broadway, New York, N. Y. 


United Shoe Machinery Corp. 
Albany Bldg., Boston, Mass. 


Vulcanite Mfg. Co. 
350 Broadway, New York, N. Y. 


This is a magnified 
Matson Tip 


+S gee 





SHOE LACE COMPANY LTD. 


610 MANTON AVENUE 
ee ane 
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St. Louis Merchants 


Want Cold Weather | 


St. Louis, Mo.—There has been a 
lull in the trade during the past ten 
days which has caused general com- 
plaint among merchants. All attribute 
the slackening to the weather, which 
has been warm and decidedly unseason- 
able. Cold weather will bring a bet- 
terment is the consensus of operators. 

October in some stores is reported 
as showing less volume than a year 
ago. The figures run approximately 
10 per cent in stores where figures 
were available. The 10 per cent de- 
crease is no indication that business 
was bad. On the contrary, the same 
month last year was unusually large, 
and it is for this reason that stores 
were unable to equal or better the 1927 
figures. 

Practically all operators report bet- 
ter profits with less volume than a year 
ago. It is for this reason that the vol- 
ume is not of prime importance for the 
moment. 


Brown and black suede remain 
at the head of the style procession 
with honors nearly equal. Brown 
kid, particularly, in higher priced 
shops is active. Increased demand 
was noted in an ultra-smart shop. 
Blue as a color is excellent in high 
priced shoes, as also is green. In 
shops of this kind, patent leather 
is not so good. 


In popular priced footwear blue is 
slipping, and no mention at all is made 
of green. 


“Swanky” Boot Showing 


Boston, Mass.—The shoe depart- 
ment of the R. H. White Co. recently 
offered to the public of this city nine 
different color, leather, and tweed com- 
binations in the new “Swanky” boot 
at $10.50. There were gray and brown 
tweeds with kid and patent leather; 
brown kid and Lido Sand combinations; 
green kid and green suede; patent and 
suede combinations. Among the other 
new styles in shoes which this depart- 
ment is showing is a gore side strap; 
a brocaded crépe evening slipped in 
silver and gold, sequin design, with a 
four-link effect in a gore strap, and 
a Persian shark quarter, with silk kid 
vamp pump. in- burgundy and green. 
The four-link gore strap with silver 
pipings was shown on a black suede 
afternoon shoe. 


Browns Strong in Detroit 


DETROIT, MicH. (UTPS)—The au- 
tumnal shades of brown continue to 
hold sway over the Detroit market, 
with tinted crepes still going remark- 
ably well. Fyfe’s are doing especially 
well on brown suede and brown kid, 
with black shoes in the same materials 
crowding them closely. The McBride 
Shop reports a good sale on a new 
number they have introduced recently, 
a strap model combination of three of 
the season’s most popular leathers, 
brown lizard, brown suede and brown 
kid. Hanan & Son note a good busi- 
ness on a midnight blue matinee slip- 
per of kid. 





Another Parlor Type Store 


Here is the newly opened Foot Saver Boot Shop at 195 S. Main Street, 
Akron, Ohio, of which Harry B. Zavitz is the owner and operator. 
This is the second Foot Saver store which has been opened by Mr. 


Zavitz, the first being in Indianapolis. 
This shop, one of the most beautiful 


a third in Toledo, Ohio, soon. 


He is also planning to open 


in the Middle West, is of the parlor type with comfortable chairs, an 
abundance of mirrors and a well arranged stock, only a portion of 
which is visible 


New Heilbroner Shops 


Fort WAYNE, IND.—L. A. Heil- 
broner, proprietor of the Lehman Shoe 


Co., has disposed of his stock of shoes | 


to a concern who will close them out. 
A new store is to be opened on Harri- 
son Street in the near future under 
the name of Heilbroner’s Ground Grip- 
per Shop. Matrix shoes for women will 
also be carried. 


New York Shoe Men 


Do a Bit of Golfing | 


| other Central West stores are in Mil- 


New York, N. Y.—About 24 mem- 
bers of the Shoe Merchants’ Council of 
New York devoted Tuesday afternoon, 
Oct. 30, to golf, regular and African, 
at the Fairview Country Club, West- 
chester County, and Jesse Adler, demon 


bachelor of the shoe trade, retained his | 
| title as the worst shoe-man golfer in | 
New York, turning in a high score of | 


142 for the afternoon. Jesse wore regu- 
lation golf footwear, but some one was 
unkind enough to suggest that rubber 
boots would have been more in keep- 
ing, since Jesse spent a good part of 
the afternoon in the brook. 

Eddie Cohen, of Saks-Fifth Avenue 
fame, demonstrated that he is not only 
a sharpshooter in shoes but in golf as 
well. 
day with an 84. 

The day began with a luncheon, at 


which a business meeting had been | 


scheduled, but the first motion of the 
day was to abandon business and de- 
vote the day to an intensive study of 
golf shoes in actual use. President 
John Holden presided at the luncheon. 


| city. 
| opened 


| waukee and Dayton. 


| 

| 2s . ° 

| Wise Shoe Co. Opens 
Unit in Detroit 


Detroit, Mich. (UTPS)—The most 
important development in local shoe 
circles during the past week was the 
opening of the new Wise Shoe Store at 
1059 Woodward Avenue, in the heart 
of the retail shopping district of the 
This is the third unit to be 

in the Central West by the 
Wise organization, which operates 17 
stores in New York City, 5 in Brook- 
lyn and one each in Newark, Philadel- 
phia, Baltimore and New Haven. The 





The opening ad- 
| vertising campaign has not featured 
| specific styles, but is of an institutional 
nature. 


Buying Period, Dec. 3-6 


DETROIT, MicH.—The Shoe Retailers 
| of Detroit, with headquarters at the 
| Detroit-Leland Hotel, here, now report 
|a group of over 50 retail shoe mer- 
chants organized for group trading. 
|O. W. Lamb, who represents The 
Bridgewater Workers’ Cooperative As- 
sociation, is treasurer. The first buy- 
| ing period of the Shoe Retailers of 
Detroit is announced as Dec. 3-6. 


He carried off the honors for the | 


Balsley Transferred 


Fort WAYNE, IND.—L. W. Balsley 
| has been transferred from the Penn- 
| Wash Bootery, Indianapolis, to Fish- 
| man’s, where he is managing the shoe 


department. 
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STYLES OF 
TOMORROW: 





DISTINCT LY an Independent creation, this 
attractive “‘Multi-Boot” is causing wide-spread 
interest among feminine style leaders — not 
alone because of its original combinations of 
color and materials, but that it may be worn 
nine different ways! 


Thus ‘‘Multi-Boot”’ has first of all Style, then 
high grade materials and workmanship and 
finally, utility—decidedly a quick profit maker 
and one that should be added to your line. Our 
representative in your territory is eager to 
show you samples. 

Write or wire for an appointment. 


**MULTI-BOOT”’ 


me os | ynzihos Lay pao 4 , M4 EF xt 
} and Vamp, Patent Lea- . 
/ ther Quarter, Red Silk ea if) ra 
Kid Top and Ton 


Beer 123° corer eu Christmas Business 


Box Heel. 


AAA to C Widths fae Le 

Thi be fur- SF 

Teeter a e? For Shoe Stores 
combinations of colors 


terials. S; 1 “Ree Z . 
—_ he Here is a product that answers the 

question, “What can I get that 
is beautiful... and different?” 


Many people are looking for a gift 
that is smart, something new for 
the girl who has everything. 


In our national magazine adver- 
tising we suggest SPANS as just 
such a gift. 


If you would get a substantial 
share of this holiday trade, tie up 
with our advertising by showing 
these sparkling, jeweled instep 
straps in window or display case. 


SPANS are unusually easy to sell 
as they require no sewing to attach 
... they snap onto the shoes. They 
are extendable and, therefore, fit 
any instep, eliminating the neces- 
sity of buying by size. 


SEANS § 


facpanmeal Shoe iatedavenr For Smart Shoes 
1/40 Washi ington Ave qi): Saint Luis Mirrou Pr PATENTS 
ak aa 14640106 75,710 1,677,849 
2 ‘ aad é ’ . ’ 481 


B. A. BALLOU & CO., INC. 
Providence, R. I. 
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New Rothschild Depts. 
Doing Fine Business 


St. Paut, Minn. (UTPS)—In con- 
nection with the forty-third sales an- 
niversary of Maurice L. Rothschild & 
Co. the week of Oct. 19, the new shoe 
departments for women and misses 
were found to be centers of attraction 
the first six days of operation. Adapto 
shoes are sold in the women’s salon on 
the second floor and Stout-Arch shoes 
in the specialty basement. Both de- 
partments are fitted in modern style 
with wide chairs, plenty of mirrors, 
several display cases for shoes, buckles 
and hosiery, finished in walnut. 

A. Rulfa is the new manager. He 
has been with the Lane-Bryant store 
in St. Louis. He has selected as as- 
sistant manager in charge of the lower 
floor H. F. Schwandt. He comes from 
the O’Donnell Shoe Co. of St. Paul, 
having been previously with Foot, 
Schulze & Co. on the road and later 
with the shoe department of the Em- 
porium department store, St. Paul. 


Lamson’s to Add Shoe 
Dep’ts in New Store 


ToLeEpo, OHI0o—Lamson’s, an old- 
established department store, for many 
years on Summit Street, is moving 
about Nov. 15 to a fine large new six- 
story building of its own on Jefferson 
Avenue. This concern has never sold 
shoes, but two shoe departments oper- 
ated by the store are being added. The 
upstairs shoe department will be man- 
aged by H. G. Taylor. Every inch of 
the allotted 964 square feet of selling 
space is being carefully planned, so as 
to produce the best results. It will be 
a modern department in every re- 
spect. Shelf room for 5200 pairs of 
shoes is being constructed. 

Only five retail prices will be used, 
$8.50, $10, $12.50, $14.50 and $16.50. 
Some few Madelon shoes will be car- 
ried. A Madelon hosiery section will 
come under the jurisdiction of the shoe 
department. 

The basement shoe department will 
have prices from $2.95 to $5.95. Rob- 
ert Cox will be the downstairs buyer. 
Both Cox and Taylor have been with 
the Lasalle-Koch department store in 
buyers’ positions for a number of years. 


Levin Opens Drew Shop 


New York, N. Y.—Allen Levin, for 
the past two and a half years manager 
of Dr. Kahler Bronx store, has opened 
a new store under his own name, de- 
voted exclusively to the Drew Arch 


Rest line. The new store, located at 
2391 Grand Concourse, in the Ford- 
ham section of the Bronx, is of the 
salon type, with all stock concealed. 
Consummation of the deal whereby Mr. 
Levin took on the Drew line exclu- 
sively was engineered by Benjamin 
King Farnham and Nathan J. Levy of 
the Drew New York office. 


New Coast Shop 


SAN FRANCISCO, CAL. (UTPS)— 
Gallen Kamp’s Stores Company has 
opened a new retail shop at 1199 East 
Fourteenth Street, San Leandro, across 
the bay from San Francisco. 





Making Custom Boots 


SAN FRANCISCO, CAL. (UTPS)—Har- 
lick & Serbin, 150 Powell Street, has 
been organized and is in the business 
of manufacturing custom-built boots for 
riding, polo, aviation, and military 
wear, theatrical shoes of every descrip- 
tion to order, and original leather goods 
and novelties. According to L. Har- 
lick, all work is fashioned by hand, and 
boots are built to individual measure- 
ments, of materials especially imported 
from noted foreign marts. his com- 
pany is located in the Elevated Shop 
at 150 Powell Street and is manufac- 
turing for the retail trade only. 


Increased Demand for 
Aviation Footwear 


Boston, Mass.—The rapid growth of | 


aviation in this country has brought 
into existence a number of types of 


Aviation boot worn by U. S. Navy fliers 


designed particularly for 
wear by fliers. Practically all of these 
are designed to be worn over the reg- 
ular footwear of the Munson last type, 
and, also, almost without exception, 
they are lined with some warm mate- 
rial. In general, they follow the lines 
of the flying boots adopted by the 
United States Government for wear by 
fliers in its army, navy and postoffice 
department. 

The model shown here is the navy 
type manufactured by G. H. Bass & 
Co., of Wilton, Me., is of* chocolate elk 
outside, wool lined, with an extra sole 
of flexible leather and fastened by four 
patent buckles of gunmetal. The in- 
crease in demand for boots of this type 
has made it seem advisable to stock 
this real moccasin model at the plant. 


Rob Detroit Stores 


DETROIT, MicH.— Robbed of his 
glasses so that he could not watch the 
bandits while they ransacked his store, 
Abraham Pfeffer, proprietor of the 
Sibley Boot Shop, 8919 Twelfth Street, 
was held up last Tuesday night by two 
men who robbed him of $95 and locked 
him up in the rear room while they es- 
ecaped. Fifteen minutes later a lone 
bandit held up William Brown, man- 
ager of the shoe store at 9334 Grand 
River Avenue, and escaped with $22.85. 


Bresnick with Boston 


Fort WAYNE, IND.—W. W. Bresnick, 
formerly of Gray’s, Pontiac, Mich., is 
now manager of the shoe department 
of the Boston Store. 


footwear 








Cornelius W. O’Shea 
Dead 


EvLmira, N. Y.—Cornelius W. O’Shea, 
vice-president of Gosper, Kelly & 
O’Shea, Inc., retail shoe merchants of 
this city, died in St. Agnes Hospital, 
Baltimore, on Oct. 24, of pneumonia, 
following an operation. He was fifty- 
seven years of age. Mr. O’Shea had 
been associated with the shoe business 
almost from his boyhood days, enter- 
ing the employ of Foster & Hudson. 
A few years later he formed a part- 
nership with John Warnock, later with 
Lawrence McNevin. Sixteen years ago 
Mr. O’Shea established his own busi- 
ness at 146 West Water Street. About 
two years ago Mr. O’Shea became affil- 
iated with the Gosper-Kelly Shoe Co. 
and moved his stock and employees to 
that store. 

In addition to building up a success- 
ful business by his good service to the 
public, and his kindness to his em- 
ployees, who loved to cooperate with 
“Con” O’Shea, as they called him, he 
was prominently identified with several 
civic enterprises. For the past ten 
years Mr. O’Shea was a member of the 
Elmira Water Board, serving as presi- 
dent of that commission for the past 
two terms. One of his chief interests in 
life was to care for needy and worthy 
boys and girls; he was one of the ear- 
nest backers of the Rotary Reconstruc- 
tion Home. He was a charter member 
of the Elmira Rotary Club. He was a 
member of the Elmira Council, K. C., 
and Elks, and the Catholic Mutual Ben- 
efit Association. 

He is survived by one sister and 
seven brothers; his wife died shortly 
after their marriage in 1897. 


Woonsocket Store Holds 
Elaborate Style Show 


WOONSOCKET, R. I.—The Lafayette 
Shoe Company ushered in the fall sea- 
son recently with an elaborate style 
show which was so well attended that 
at times some of the spectators were 
forced to look through the doorway and 
windows from vantage points on the 
sidewalk. 

Local girls, noted for their beauty, 
were used as models on the runway 
which had been built through the mid- 
dle of the store. Music was furnished 
by an orchestra and the heads of the 
company acted as hosts and interlocu- 
tors. 

Shoes, of course, were taken from 
the store’s stock, and other stores co- 
operated by furnishing clothing and 
accessories, due credit being given them 
by the management of the Lafayette 
Shoe Company. 


Ebner Quits Business 


LONDON, OHIO (UTPS)—Otto Eb- 
ner, proprietor of E. R. Ebner & Son, 
oldest shoe dealer in London, announced 
that he had started a closing out sale 
of stock, and when that is finished he 
will quit business. Otto Ebner is the 
son of E. R. Ebner, who established 
the shoe business about 40 years ago. 





BOOT AND SHOE RECORDER 


November 10, 1928 





WHERE TO BUY 
Men’s Shoes 


Shoe «Market News 


In The Boor anp SHOE RECORDER 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 








Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
































WRITE TODAY FOR CATALOGUE 


Des: Ren pull 


ageunce WORF 























“HIGHEST GRADE ONLY” 


iT WEYMOUTH. MASS. U.S.A. 


ZEB, 


(P).. A. PACKARD ARDCO., Makers 


























NATIONAL NEWS 


SATURDAY, NOVEMBER 10, 1928 


EVERY WEEK 








Spring Buying 
Is Already 
Under Way 


Cincinnati Factories Report 
Good Volume Booked 


CINCINNATI, OHI0—Shoe factories 
have almost caught up with fall and 
winter orders, and everything is fair- 
ly quiet in the manufacturing district. 
As soon as fall business is entirely 
cleaned up, factories will begin work 
on spring orders. 

Salesmen in territories are sending 
in a nice volume of orders for early 
spring delivery, and, judging from 
these, it will be a very colorful season. 
Black, however, constitutes a good part 
of the business booked. Heels, it is 
shown, will be a little higher than the 
popular sellers of summer and fall 
of this year, but one manufacturer re- 
ports that orders booked to date call 
for virtually no change in patterns. 

Mail orders received by jobbing 
houses and in-stock departments were 
very heavy during the last half of 
October. These orders were largely for 
black patent, brown kid and suede for 
immediate sales. One jobber reports 
a growing demand for boots, notably 
the turn-down collar type, but the boot 
business for the season is not expected 
to run into much money. 


Haverhill Reports 
Spurt in Boot Types 


HAVERHILL, MAss.—Business has be- 
gun to slacken in the local industry, 
curtailment of cutting operations indi- 
cating the arrival of the between-season 


period. A few plants are booked up* 


well ahead, but these are exceptions. 
Immediate business in limited volume 
will keep the industrial establishments 
going on part-time schedules, awaiting 
the opening of another season. There 
is still considerable activity in the Mc- 
Kay lines. 

Boots have taken on quite on appre- 
ciable spurt, but local shoe men do not 
predict a long-continued demand for the 
new types. Several local firms are now 
turning out some novel boot numbers, 
ankle height, with turned-down collars 
and closed fronts. Various combina- 
tions of leather go into their make-up. 

The smart strap and pump patterns 
continue to represent the greater por- 
tion of local production. Straps of 
various types and gore ties are lead- 
ers in the’ pattern field. Blacks are 
running strong, with browns running 
a good second, but tending to wane. 
Ooze is popular at present with patent 
and suede. 











Wants Shoe Industry to 


Hold International Fair 


PEABODY, Mass.—George D. Morse, 
Jr., of the Morse Blacking Co., who 
has returned from the International 
Shoe and Leather Fair in Paris, sug- 
gests an international fair as the con- 
tribution of the shoe, leather and allied 
trades to the celebration of the Massa- 
chusetts tercentenary in 1930. 

He explains that the fair in Paris, 
which continued through ten days, 
brought buyers from all over Europe 
as well as from overseas. It closed 
every day at six. But it was open 
on Sundays. It was sanctioned by the 
government and was visited by gov- 
ernment officials. A big volume of 
business was transacted at it, and this 
added to the reputation of Paris as an 
international market for the shoe, 
leather and allied trades. He believes 
that like results could be had from an 
international shoe and leather fair in 
Boston. 


Slight Decrease Noted 
in October Shipments 


St. Louis, Mo.—Business in the 
wholesale district for the month of 
October showed a decrease in ship- 
ments. Those houses which have 
shown consistent gains each month re- 
ported that figures were not available 
at the time this article was written, 
but a gain was not looked for October. 

The first of the large houses closed 
their fiscal year on Oct. 31, and the 
figures as to profits and sales is being 
looked forward to with interest. A 
good-sized gain has been made in ship- 
ments and sales by this company, but 
profits have not yet been figured. 

Unseasonable weather is blamed for 
the slackening during the past 50 days. 
A good spurt is looked for if the 
weather turns cold and the public gets 
the election behind them. The report 
of the Eighth District Federal Reserve 
Bank on general business conditions in 
the district has the following to say 
regarding the shoe industry: 

“October sales of the five reporting 
interests were 7.3 per cent smaller than 
for the same month in 1927 and 3 
per cent below the August total this 
year. Stocks on Oct. 1 were 14.3 per 
cent smaller than 30 days earlier and 
28.4 per cent larger than on Oct. 1, 
1927. The decrease in month-to-month 
comparison was seasonal in character 
and about the same proportions as the 
average of the past five years. The 
decrease under a year ago was rather 
general throughout the entire line, but 
most marked in men’s heavy shoes. 
Prices of certain finished goods were 
lower in sympathy with the decline in 
raw materials. Factory operation was 
at from 90 to 95 per cent of capacity.” 
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Wholesalers Look for 


Leather Price Increase 


Boston, Mass.—The National Asso- 
ciation of Shoe Wholesalers has issued 
to its membership a special bulletin 
relative to the recent price reductions 
by several of the larger shoe manufac- 
turing concerns of the United States, 
in the course of which these comments 
are made: 

“Hide and leather dealers insist that 
the statistical position of the hide and 
leather market is very strong and, un- 
less shoe manufacturers are able to 
stay out of the market, prices are 
bound to increase. The very first 
flurry of buying will increase prices. 

“The use of substitutes such as com- 
position soles and substitutes in the in- 
ner construction of shoes, together with 
the increased importation of footwear, 
has tended to decrease the consumption 


of leather. While there has been a sub- | 


stantial decrease in the domestic cattle- 
kill with a subsequent decrease in the 


hide supply, the increased use of sub- | 


stitutes has been sufficient to offset this 
decrease in raw material supply. 

“The ultimate future certainly will 
see increases rather than decreases in 
leather prices. The immediate future 
remains uncertain. If manufacturers 


not building shoes for stock are forced | 


to stay out of the market due to a 


shortage of orders, it is barely pos- | 
sible that the hide and leather markets | 


will stay soft, but the supply of leather 
in the hands of manufacturers and of 
sole-cutters is so low that this is only 
a remote possibility. Every indication 
points toward higher prices of hides 
and leather by Jan. 1 with even mod- 
erate leather buying.” 


Three Haverhill Firms 


Increase Floor Space 


HAVERHILL, Mass.—Preparatory to 
opening a new season, several local shoe 
manufacturing establishments engaged 
in the manufacture of women’s Mc- 
Kays are making important expansions 
in business. New floor space has been 
recently acquired by the Milchen Shoe 
Co. in the Haverhill Realty Associates 


Building, Essex Street, taking over a | 


floor formerly utilized by the D. & C. 
Co. The company has enjoyed steady 
growth under the direction of its own- 
ers, Nathan Brindis and Joseph 
Milchen. 

Other firms that have increased their 
floor space are the Koss Shoe Co., which 
has taken over space in the Kennedy 
Block. This company has been one of 
the busiest in the local industry, and 
increased facilities are urgent. 

The Ruth Shoe Co. is another firm 
making expansion and is meeting its 
growing production needs by taking 
over space in the C. H. Hayes Corp. 
Building, Granite Street. 


New McKay Firm 


HAVERHILL, Mass.—E. L. Thomas, 
formerly of this city, and more recently 
of Lowell, has again engaged in busi- 
ness in this city. He has taken over 
floor space on Phoenix Row and is 
manufacturing women’s McKay spe- 
cialties. 











Business on Boots 
Better Than Last Year 


Brisk Demand Also 
Slippers 

LYNN, Mass.—Several Lynn firms 
are making a determined effort to de- 
velop business in boots, for the end of 
the run on low cut novelties for 1928 
is drawing near, and there is need of 
business in some seasonal specialties to 
keep the factories active until spring 
business starts. At least a dozen Lynn 
firms are now making novelty boots, 
and there are reports of 100 case or- 
ders, as well as of 1000 pairs a day 
production, which, at least, shows that 
the business in boots is greater in vol- 
ume than a year ago. 

Sales of slippers, especially of ball 
room slippers, and a new type of house- 
hold slippers, are quite brisk. Many of 
these shoes will doubtless be on the 
list of Christmas gifts. The ball room 
slippers are running strongly toward 
the metallic glints, with gold and silver 
kid slippers for staples in this class, 
and the metallic brocades for special- 
ties. 

Transparent satin, in futuristic 
weaves, may be added to the list of 
ball room specialties. They are 
made in 18 different colors. Onyx 
leather, gleaming with yellowish 
colors, is new from France, and so 
is mother of pearl leather. A few 
shoes of satin or velvet are exquis- 
itely embroidered by hand. 

Blue satin, and blue crepe de chine, 
is also used for ball room shoes, and 
some of the designers say that blue 
shoes, even of the delicate fabrics, will 
be in the street shoe lines for 1929. 
Blue is also a strong color in the new 
lines of household slippers, which are 


for Ballroom 


a general utility style, good for wear | 
in the parlor or kitchenette as well as | 


the boudior. 


The fashion of woolen socks, 
ankle high, is noted by Lynn shoe 
men who attend the football games, 
and some of them are surprised 
that strap pumps, and not sport 
oxfords, are worn over them. The 
presumption is that the socks are 
doffed, and the strap pumps put 
on again, just before the dance be- 


gins. 

Open throat boots, with a strap 
across the front, and a buckle on the 
strap, is the most popular _ style 
among the high cuts. 
of footwear, there is no question about 
the fit of the boots about the ankles. 
New drawings from Paris, received in 
Lynn, show some boots with button 
fastenings. 

Novelties for 1929, already engaging 
the attention of a number of the fast 
style makers, will present new effects 
in sandals, as well as variations on 
straps and step-ins. “King Tuts” are 
threatened again. The colors will be 
high. 
Merchants who handle silk hosiery, 
as well as shoes, may be interested to 
know about new ideas in smoothing out 
linings, such as the new methods of 
lasting which yields shoes with insides 
as smooth as a china cup, ard another 
new idea of rubbing down the back 
erent of the quarter, to shape it to the 
ast. 
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Slipper Quilting 
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We Do Quilting 
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FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 




















WHERE TO BUY 
Shoe Buckles & Fabrias 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 
Ballet Slippers 





Rights and Lefts 
Two Grades 
Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
325 West Monroe 








HAND TURNED, BLACK KID 


BALLET SLIPPERS 
STOCK 
Women’ % oi ae} 
Misses’, 
Children’ “ Ai "Fs 
Mail orders prompt- 
—- ly attended to 


ROTH &. ——_—-—¥ SHOE CO. 
124 N. ara rie Philadelphia 








Brooks’ Toe Slippers 


In Stock ." 


‘omen Misses Ohildren 
618 Black Kid.. Me 80 $2.75 * 70 
608 Pink Satin... 3.15 8.10 3.05 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 








Los Angeles—1162 So. Hill St. 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.14 pr. 
BLOG SHOE CO., INC. 


147 Duane St., 
New York, N. Y. 











WHERE TO BUY 
Children’s Shoes 





“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 
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Lambertville Rubber 
Plant Sold 


Boston, Mass.—The Lambertville 
Rubber Co., Lambertville, N. J., one 
of the oldest rubber footwear organiza- 
tions in the country, has been sold to 
S. Rosenberg & Son, Inc., of Boston. 
The Lambertville organization is one 
of the largest rubber footwear inter- 
ests in the country. S. Rosenberg & 
Son, Inc., has purchased all of the fin- 
ished product, raw material, goods in 
process, machinery, buildings, land and 
other appurtenances. The original cost 
of the transaction was over $1,500,000, 
and is one of the largest individual rub- 
ber footwear deals of its kind in the 
history of this industry. 

At the present time S. Rosenberg & 
Son, Inc., are negotiating with New 
York interests to continue to run the 
Lambertville chain of factories, con- 
stituting practically the sole industry 
of this town. It is understood that 
arrangements will be made so that this 
business will continue to operate after 
Jan. 1, and it is also understood that 
the name will continue as the Lambert- 
ville Rubber Co. The deal was consum- 
mated by Lewis R. Rosenberg, presi- 
dent of S. Rosenberg & Sons, Inc. 


Samuel Krause Dead 


GRAND Rapips, Micw. (UTPS)— 
Samuel Krause, footwear wholesaler 
and shoe traveler, who was widely 
known in national shoe manufacturing 
and retailing circles, died at his home in 
Grand Rapids, Oct. 22, and was buried 
in Oak Hill Cemetery on Oct. 24. At 
the time of his death he had been in 
retirement some years and was a 
stockholder in the Wolverine Shoe & 
Tanning Corporation, of Rockford, of 
which he was a director for many 
years. 

Mr. Krause began his career in the 
’80s as manager of the retail depart- 
ment of his father’s shoe factory in 
Ann Arbor, buying his father out in 
1885. Later, while still operating the 
store, he traveled five years for E. T 
Hartwell, of Rocklnad, Mass., and six 
years for the Harrisburg Shoe Co., 
Harrisburg, Pa. 

While with the latter organization 
he became a partner in the Hirth- 
Krause Co., wholesale shoe dealers and 
finders, of ‘Grand Rapids. In 1908 he 
and his partner started a tannery in 
Rockford and because of the develop- 
ment of this business the wholesale 
house was suspended in 1925. At this 
time the rubber business was sold to the 
Marion Rubber Co., and a son, Ben H. 
Krause, continued the Hirth-Krause 
Co., later selling out to the Wolverine 
Shoe & Tanning Co. 


Blanchard, Ad Manager 


St. Paut, Minn. (UTPS)—J. W. 
Blanchard has become advertising man- 
ager for O’Donnell Shoe Corp., manu- 
facturer. His first experience in the 
shoe line was several years ago when 
the company was in its old Third Street 
quarters.‘ He withdrew from the shoe 
business for a time, then became sales 
service department manager at the St. 
Paul branch of the U. S. Rubber Co. 
for three years. 











New Factory for Brown 


St. Louis, Mo.—The Brown Shoe 
Company took over their new factory 
at Mattoon, Ill, on Oct. 12 at a special 
ceremony in which 10,000 citizens of 
the city participated. The building 
was erected at a cost of $175,000 by a 
fund raised among 2800 subscribers of 
Mattoon. 

The building is three stories high 
with separate building for engine room 
and refrigerating facilities. Every new 
idea in modern construction has been 
placed in the building, and particular 
attention was given to safety and wel- 
fare of the employees. 

John A. Bush, president of the com- 
pany, accepted the building from a com- 
mittee of citizens and pledged every 
cooperation between the company and 
the community. The factory will make 
children’s and women’s turns and when 
completely installed with machinery 
} have a capacity of 6000 pairs per 

ay. 

E. R. McCarthy, vice-president of 
the company, was in charge of the con- 
struction of the building. 

The party from the company who 
journeyed to Mattoon to participate in 
the celebration were J. A. Bush, E. R. 
McCarthy, P. O’Brien, A. G. White, 
William Kaut, Arthur Simpson, Ben 
Gutmann, B. Farrar, architect, and 
Geo. E. Gayou of the BooT AND SHOE 
RECORDER. 


Millerites Beefsteak and 
Entertainment, March 17 


NEw York, N. Y.—The 1929 annual 
beefsteak and Entertainment of the 
Millerites, the mutual benefit associa- 
tion of I. Miller & Sons employees, will 
be held at the Hotel Commodore, Sun- 
day night, March 17. 

These annual affairs of Miller em- 
ployees have become noted throughout 
the shoe trade and attract a large at- 
tendance among the friends of the con- 
cern and its employees. 


C. W. Bennett Shoe Co. to 
Manufacture Boys’ Welts 


FITCHBURG, Mass.—C. W. Bennett & 
Co., which formerly manufactured a 
line of misses’ and children’s shoes in a 
factory on North Street, this city, has 
been reorganized as the C. W. Bennett 
Shoe Co. The same factory will be used, 
but the misses’ and children’s lines have 
been abandoned and a line of boys’ 
welts will be made. 

D. A. Doyle is president of the re- 
organized company; G. L. Ashe, vice- 
president; G. H. Gillis, clerk; and C. 
W. Bennett, treasurer. Directors, in 
addition to the officers, include W. P. 
Page, W. E. Putney and W. K. Wiley. 
A Boston sales office has been opened 
at 58 Lincoln Street, in charge of Mr. 
Ashe and Mr. Page. 


Withdraws from Firm 


CHIcAGoO, ItL.—Louis Cohen an- 
nounces that he has withdrawn from 
partnership in the Acme Shoe Manu- 
facturing Company, which has its plant 
at 1259 North Wood Street, this city. 
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To Demand a Duty 


LYNN, Mass.—W. B. Burdett, of the 
Burdett Shoe Co., will represent Lynn 
manufacturers at the tariff conference 
in New York, Nov. 12. It is the pres- 
ent attitude of Lynn manufacturers to 
demand a duty to protect the women’s 
shoe industry, no matter what action 
other branches of the trade may take. 
So many foreign shoes are coming in 
to compete directly with products of 
Lynn factories that protection for the 
women’s shoe industry must be had. 
This is the position of many of the shoe 
manufacturing concerns of Lynn. 





Haverhill Manufacturers 
to Fight for Tariff 


HAVERHILL, Mass.—Local shoe men 
are vitally interested in the movement 
to secure a protective tariff on shoes, 
and representatives of the Haverhill 
Shoe Manufacturers’ Association will 
attend the meeting of the tariff investi- 
gation committee of the National Boot 
and Shoe Manufacturers’ Association 
in New York on Nov. 12. The increas- 
ing inroad of foreign-made shoes, nota- 
bly those from Czechoslovakian sources, 
has been strongly felt by local makers 
of cheap and medium-grade footwear. 


R.'F. Thresher Dies 


BROCKTON, Mass—Reuben  F., 
Thresher, half-brother of the late ex- 
Gvuvernor William L. Douglas, founder 
of the W. L. Douglas Shoe Co., and 
for the past 38 years an executive in 
the advertising department of the 
Douglas company, died suddenly in the 
company’s executive offices Oct. 30, the 
victim of a sudden heart attack. He 
had been unwell for some time. Mr. 
Thresher, in his 77th year, was a na- 
tive of Plymouth, coming here in mid- 
dle life to enter the office of the 
Douglas company. Besides his wife 
and daughter, he is survived by three 
brothers and three sisters. The funeral 
was held Nov. 1, with interment in 
Melrose Cemetery, this city. 


To Operate Selden 
Plant 


AMESBURY, MAss.—The equipment of 
the Selden Shoe Co., this city, has been 
purchased by Samuel Cohen, Boston, 
and Phil Green and Ben Mershon, of 
Haverhill, and the new organization 
has begun the manufacture of women’s 
McKay shoes. Mr. Cohen operates fac- 
tories in Lynn, Salem and Derry, and 
is now negotiating the establishment of 
a Marblehead factory. 











New Collection Firm 


CLEVELAND, OH10—George Saks, who 
has been operating the Saks Shoe Com- 
pany in Cleveland, Ohio, for many 
years, has sold his entire interest to 
Adolph and Ida Wachsberger, operat- 
ing as The Wachsberger Shoe Com- 
pany. Mr. Saks has formed a law 
partnership with Robert F. Mooney, 
known as Mooney & Saks, with offices 
in the Society for Savings Building, 
and will specialize in collection and 
adjustment for the boot and shoe trade 
in Ohio. 





Salvation Army 
Drive Now On 


Boston, Mass.—The Salvation Army 
is now conducting its annual Greater 
Boston General Maintenance appeal. 
This appeal, which is the only one 
authorized by the Army in Greater 
Boston this year, is for $155,950. This 
sum in conjunction with Christmas 
collections and contributions from mem- 





bers of the Army themselves, will bal- | 


ance the budget necessary for the 
support of the twenty-four institutions 
and departments by which the Army 
serves humanity. 

Some $25,000 will be needed by the 
Evangeline Booth Rescue Home and 
Maternity Hospital. The Staniford 
Street Day Nursery will need about 
$5,000. In addition to the small fees 
collected from those who are able to 
pay and do not want charity, the Rox- 
bury Hospital and Dispensary needs 
$25,000. Front line work by several 
corps scattered about the area will re- 
quire some $40,000. The General Relief 
Department which supplements the 
charitable work of the corps will need 
between $50,000 and $100,000 depend- 
ing upon unemployment, weather con- 
ditions and many other variable fac- 
tors. Numerous smaller departments 
ranging from the Free Employment 
Bureau and the Immigration Depart- 
ment through various small amounts 
averaging about $5,000. Then the 
emergency fund must be provided for 
and interest on indebtness must be 
cared for. 

To raise this amount the assistance 
of every individual is needed. There 
is no better way to help humanity than 
to help the Salvation Army. 


Women’s McKay Lines 
Are Moving Well 


NEWBURYPORT, MAss.—A gradual de- 
cline in production schedules has taken 
place in local plants since the first of 
October, but women’s McKay lines con- 
tinue to move in fair volume, with turns 
showing varying degrees of activity. 
The between-season fluctuations are 
well known to the industry and are not 
viewed with alarm. 





Conner Made Sales- 
Manager 


St. Louis, Mo.—J. W. Conner, for- 
merly manager of the women’s and 
children’s merchandising departments 
of the Hamilton-Brown Shoe Co., has 
been made general sales manager of 


the company. D. W. Martin, formerly | 


sales manager, will assume charge of 


the merchandising division of the com- | 


pany. J. M. Walker, connected with 
the sales department, resigned from the 
company. 

Mr. Conner has been with the com- 
pany 15 years, 10 of which were spent 
on the road as salesman. During the 
past five years he has been connected 
with the merchandising department, 
more particularly the women’s and 
children’s division. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


LO 8 8 8 SS 











PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Oatalog 
sent on 
request 





HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sandal 
“Hand Turned” 





No. 3-2 at $2.35 


MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 

















ASTEREELTS 
_ SLIPPERS REPEAT 


IN STOCK 


Best grade kid, 
built on New 
No. 145, Black Kid, ay Vr a 
—$1. cru Felt Line 

No. gt _oe 9 Kid. -_Heavy hair 
No. 146, Tan Kid, felt filler and 
a) 8—31.50 heel pad.Chrome 


No. .. Red Kid, 
8 to §—$1.50 Outsole. 


FREEMAN-THOMPSON SHOE CO. 
ST. PAUL, MINN. 
Manufacturers of Masterfelts 
Everything in Slippers 












DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














BOOT AND SHOE RECORDER 


November 10, 1928 





WHERE TO BUY 


Women’s Novelties 





Novelties at 
$2.35!! 


Cheap in price 
only. 





Let us send 
circular. 
Just ask for tt! 
Samuel Cohen 
hoe Co. 


8 
72 Lineoin St, Bosten Mass. 














Bowling Shoes 





. BOWLING SHOES 
IN-STOCK 
Smoked Elk 


$3.25 


BROO 
SHOE MFG. ©O. 


ag oy ~~ Pa. 


Cth St, 
1162 Se. HM Street 


Loe Angeles, 





WHERE TO BUY 
Srendard Shoe Material 


est t Virginia 


= a panna 
long-wearing, 
Pulp Product tee thn 
WestVirginiaPulp& Paper‘ ene 
Detroit New York 




















Waterproof 
Leather That 


Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Teaneries at Danverspert, 85 Seuth 8t.. Besten, Mass. 














Exhibited at Northwest 
{ndustrial Show 


MINNEAPOLIS, MINN. (UTPS)— 
Double Wear Shoe Co., 315 E. Lake 
Street, is the one shoe manufacturer 
that took advantage of the opportunity 
to exhibit at the Northwest Industrial 
Show just closed at the Minneapolis 
auditorium, visited by about 14, 000 
people each day for six days. It made 
a creditable exhibit, the piece de resist- 
ance being a stuffed kangaroo to illus- 
trate the source of leather utilized in 
this shoe. 


Deauville Import Moving 


New York, N. Y.—The Deauville 
Import Corporation, for several years 
located on Thirty-fourth Street, next 
to the Marbridge Building, is moving 
to new and larger quarters at 38 West 
Thirty-second Street. An entire floor, 
comprising 10,000 square feet of floor 
space, providing ample faciiities for 
the concern’s factory stockrooms, offices 
and showrooms has been leased for a 
period of years. The company has 
greatly extended its line of fabric and 
novelty shoe materials. 


A New Arch Support 


WILMINGTON, DEL.—E. I. Du Pont 
de Nemours & Co. is introducing a new 
arch support. It consists of two thin 
strips of leather between which is 
placed a Pyralin carrier fitted with rub- 
ber inserts designed to build up the 
arch of the foot and to adjust the 


appliance to individual requirements. | 


The company claims that it can be 
made a part of the daintiest, lightest 
footwear without the wearer being dis- 
agreeably conscious of its presence. 


Rudolph King Resigns 


Boston, Mass.—Rudolph F. King, 
formerly purchasing agent for the 

. M. Herman Shoe Co., 564 Atlantic 
Avenue, Boston, Mass., has tendered his 
resignation from that position, same to 
become effective within the near fu- 
ture, this due to the fact that Mr. King 
is considering other fields of endeavor, 
in which he anticipates soon to be en- 
gaged. 


P. O’Brien Resigns 


St. Louis, Mo.—P. O’Brien, who has 
been connected with the Brown Shoe 
Company for the past 26 years, re- 
signed as vice-president of the com- 
pany, effective Nov. 1. Mr. O’Brien, 
who was a director of the company, 
will remain on the board. He was in 
charge of the tanning and sole leather 
departments for the company, and his 
judgment of the leather conditions and 
markets was held in the highest esteem 
by the company. 


To Discontinue Business 


BROCKTON, Mass.—The Schwarz & 
Ruggles, Inc., shoe business has as- 
signed to’ William A. Hogan of this 
city, former executive of the T. D. 
Barry Shoe Co., which liquidated some 
years ago, the action coming as a result 
of Mr. Schwarz leaving the company 








WHERE TO BUY 
Spats 


i i el eel 





English 


Are your Spats long enough in 


front? 

No. 102—English type with leather facing 
and top turned in leather. Colors, fawn and 
gray, $21.00 per dozen. 

Assorted samples in one, two and three 
dozen lots cheerfully submitted on approval. 
Prices from $18.00. 


GOLD SEAL 


536 Broadway New York 











Imported English Made 
Broadcloth 
Spats 
Oolers : 
Light Gray 
Med. Gray 
Fawn 


Sizes 6 to 11 
Leather Bound 


$2.25 per pair 


IN STOCK —IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 











WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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WHERE TO BUY 


Store Fixtures 


lied 


HAVE YOU A COPY OF THI 
| NEW GOODWIN CATALOG 


STORE FIXTURES 
INSTALLATIONS 


L. GOODWIN & CO., Inx 


of SHO! 


and STORI 








to enter a new line of work. With 
the president out, the other directors 
of the concern decided not to continue 
business. The company announces it is 
100 per cent solvent and will pay every 
penny of its indebtedness. 
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Truitt Brothers, Inc. 


Manufacturers 


of 
Children’s Shoes 


Binghamton, N. Y. 








‘ Oe eee | 


Imported English Field Boots ADD SPAT PROFITS 


IN STOCK — 
These English field boots y 


are full leather lined, LOW SHOE 


with stout first quality 
double sole, and have 

that custom-made ap- PROFITS 
pearance and _ distin- 

guished style. They are a “a a 
easy fitting and comfort- > oa Cae Se 
able, and are the prod- 
ucts of workmen having 
cea eae Fit Rite Overgaiters, with smart 
nang adage wosquamalieg leather piping around the top and 


i carrying the popular four-hold but- 


Write for descriptive tons, come in gray, fawn and all 
catalog. 
popular shades. 


No. B-2780 ° 
Tan Scotch grain Buy direct from us—the makers. 

$14 a pair 

No. B-2790 IN STOCK—IMMEDIATE DELIVERY 
Black Scotch grain 

— oo Samples? Gladly sent if you request 

No. S-1786 

Black or Tan them. 


Willow Calf ° . 
$13 Prices—$16.50 to $21.00 dos. pairs 


a pair 
* FIT RITE OVERGAITER CO. 
COLT-CROMWELL CO., Inc. 526 So. Third St. 


ao nm en +. PHILADELPHIA, PA. 








Every man is a spat prospect. 




















The CAHILL CARTON CAHILL BOX MARKER 
“The Carton That Opens in the Front” yrighted) 


(Cop: 
— A VERY EFFECTIVE 


MACHINE 


For printing the stock number 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 














SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 








Two Salesmen to Sell 
Volume Priced Merchandise 


HAVE OPENING FOR TWO SALESMEN WHO ARE 
CAPABLE OF MAKING QUANTITY SALES OF VOL- 
UME PRICE MERCHANDISE TO CHAIN STORES, 
LARGE DEPARTMENT STORES AND BARGAIN BASE- 
MENTS IN THE LARGER CITIES. WESTERN TERRI- 
TORY INCLUDES CHICAGO TO PACIFIC COAST. 


EASTERN TERRITORY INCLUDES EVERYTHING 


EAST OF CHICAGO. 


GIVE INFORMATION AS TO YOUR EXPERIENCE AND 
REFERENCES IN FIRST LETTER. 
DENCE HELD CONFIDENTIAL. 


ADDRESS—J. W. CARTER COMPANY 


Nashville, Tennessee 


CORRESPON- 











SALESMEN WANTED 


to carry as a side line on com- 
mission basis a nationally known 
line of men’s Goodyear Welt heavy 
duty, service and dress shoes, all 
in stock; also Official Boy Scout 
shoes in following States: Fla., 
Ga., Ia., Nebr., N. M., N. D., S. D., 
Ariz., and Nev. Address D-790, 
Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 


WANTED 

For Alabama, Mississippi, Mis- 
souri, Kansas, Wisconsin and 
other desirable territories, 
salesmen to carry as side line 
the fastest short line of in- 
stock styled Corrective McKay 
Arch shoes, priced at $2.85 
and $3.85. Liberal commis- 
sions. Good opportunity for 
big earnings. Address—Cor- 
rective Shoe Company, St. 
Louis, Missouri. 














For Ohio, Virginia and 
West Virginia, Indiana, II- 
linois, Kentucky, Tennes- 
see and Northern Califor- 
nia, salesmen with estab- 
lished trade to sell fastest 
line of ladies’ in-stock nov- 
elty shoes. Liberal commis- 
sion. Big opportunity for 
real earnings. Address Shu- 
Stiles, Inc., St. Louis, Mis- 
souri. 


E WANTED: 











Salesmen Wanted 


to travel in Alabama, Ohio, Maryland, 
Michigan, Wisconsin and Minnesota; 
to carry a two-tray line of popular 
priced Stitchdowns on straight com- 
mission basis. Side Line allowed. 
Address D-791, care Boot and Shoe 
Recorder, 80 Federal St., Boston, 








Mass. 








SIDELINE Shoe Salesmen Wanted to carry 
merchandise that sells all year around. Sub- 
mit references with your first letter. Address 
D-743, care Boot and Shoe Recorder, 80 Fed- 
eral Si » Boston, Mass. 


LIVE WIRE 
SALESMEN WANTED 


to carry a line of work and chil- 

dren’s shoes in the following 

territories : 

Northeast Texas 

Southeast Texas 

New Jersey and New York City 

Virginia, Maryland, Delaware, 
and D. of C. 

Alabama and Georgia 

West Virginia 

Address D-781, care Boot and 


Shoe Recorder, 80 Federal St., 
Boston, Mass. 








We will have several very desirable 

territories open after January Ist. 

Applications will be considered at 

this time from salesmen with es- 

tablished trade for a fast selling 

line of ‘‘Extreme’”’ women’s novelty 

,”’ to retail at $4, 

Strictly commission 

Only those with established 

need apply. Wm. Marks 

Shoe Co., 1406 Washington Ave., 
St. Louis, Mo. 








Nationally advertised Chicago 
general line shoe manufacturer will 
soon: have several territories open. 
Experienced salesmen wanting op- 
portunity for advancement forward 
application stating previous ex- 
perience to D-794, care Boot and 
Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 











ANTED—Experienced salesmen in States 

west of Pennsylvania, to carry as side 
line, medium grade of Children’s and Misses’ 
genuine Goodyear Welts. State experience 
and territory desired in first letter. Address 
Century Shoe Co., Inc., Macungie, Pa. 





ALESMEN WANTED to Sell on Commis- 

sion as a Side Line, Ful Line of low and 
medium priced Stitchdowns for Men, Misses 
and Children. Wonderful line Romeos in stock 
now. Long line Men’s Fancy Gore Pumps, etc., 
for Southern trade. Mostly all territories now 
available. Spring samples now ready. Write 
oe to Binghamton Shoe Co., Binghamton, 





REPRESENTATIVE FOR ST. LOUIS— 
To handle manufacturer’s line of metal 
shoe buckles and shoe ornaments, as side line, 
on commission. Must have entrée to shoe manu- 
facturing trade. E. E. WELLER CO., 33 
Eddy St., Providence, R. I 
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SALESMEN WANTED 


LINE WANTED 





SIDELINE Salesmen for attractive line Slip- 
per trees for Christmas trade. Popular 
sellers. Liberal commission. Specialty Co., 
Somerville, Mass. 





LARGE Rubber Manufacturer in introducing 
new and popular line needs to add three 
experienced rubber footwear salesmen. Inter- 
ested only in successful salesmen who can show 
consistent record of sales results and good pre- 
vious earnings. In reply please give particu- 
lars, previous experience, resent connection 
and earning. Information held confidentially, 
of course. Address D-789, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





SLIPPER SALES MAN—Experienced selling 
large trade. This is an exceptional oppor- 
tunity for the right man. All communications 
will be held strictly confidential. Vincent 
Borgis Company, 64 W. 23rd St., New York, 


. 





SALESMAN WANTED—Ladies’ fine turn 
shoes made in Los Angeles retailing $10.00 
to $12.50. Man traveling through Colorado 
and surrounding states. Prefer man making 
headquarters at Denver. Very liberal commis- 
sion, no drawing account. Fern Shoe Com- 
pany, 419-421 East 12th Street, Los Angeles, 
California. 





ALESMAN WANTED — Ladies’ fine turn 

shoes made in Los Angeles retailing $10.00 
to $12.50. Man traveling through Oregon, 
Washington, Idaho and Montana. Prefer man 
making headquarters at Portland or Seattle. 
Very liberal commission, no drawing account. 
Fern Shoe Company, 419-421 East 12th Street, 
Los Angeles, California. 


POSITION WANTED 











POSITION WANTED 


Sales Manager showing gains 
during dull seasons, experi- 
enced in handling nation-wide 
sales, personally acquainted 
with many Western accounts. 


If you are open to conviction 
by new merchandising meth- 
ods, address D-787, care Boot 
and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 











SHOE Buyer, Sales Promoter, Volume Pro- 
ducer, Aggressive, wants to change. Address 
D-785, care Boot and Shoe Recorder, 80 Fed 
eral St., Boston, Mass. 





WANTED—Position in Ladies’ McKay Fac- 
tory as Finding Buyer, office manager, pro- 
duction, sales, or advertising. Familiar all 
rooms operation. Experience, five years’ assis- 
tant manager office, handling all work. Three 
years selling findings. Age __ twenty-eight. 
Married. Willing locate anywhere. Address 
D-793, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





SHOE Department manager wants a_ higher 
job. Excellent references. Address 1)-795, 
care Boot and Shoe Recorder, 80 Federal St.. 
Boston, Mass. 





OSITION WANTED — Retail Shoe Store 

manager with 20 years’ experience wants 
position as manager of shoe store or shoe de- 
partment. Can furnish best of references as 
to ability and character. Age 38. Will go 
anywhere. At present employed. Address 
D-798, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





FOR LEASE 





Fo. ee ag Oc gy in Von 
Wear Specialty House. Department \- 
the better grade merchandise. Store situ- 


a in a city of sixty thousand in a central 
Western “Sta tate. Address D-733, care Boot and 
Shoe Recorder, 80 Federal St.; Boston, Mass. 


LINE WANTED—Manufacturers’ Represen- 
tative, 15 years’ selling experience, now 
calling on New England shoe manufacturers, 
can add on commission a line of shoe fabrics, 
especially satins. Address D-800, care Boot 
sod Shoe Recorder, 80 Federal St., Boston, 
ass. 





HOE line wanted. Excellent references. 
Address D-796, care Boot and Shoe Re- 
corder, 80 Federal St., Boston, Mass. 





SALESMAN with big following among whole- 
sale and chain stores wants to connect with 
a reliable manufacturer that can produce In- 
fants’ and Children’s stitchdowns or Turn 
Shoes. Reference furnished. Address D-797, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 








FOR RENT 








FOR RENT 
In Heart of New York City’s 
Wholesale Boot and Shoe District 


GROUND FLOOR 


and 
BASEMENT SPACE 
Approximately 6,000 Sq. Ft. 


FRONTAGE ON DUANE ST. 
FRONTAGE ON CHURCH ST. 


Will Sublease All or Divide. 
Very Attractive Rentals. 


THOENS & FLAUNLACHER, Inc. 
330 Fifth Avenue, N. Y. City, N. Y. 











T?2 RENT—Will lease Shoe Department, fine 

main floor space, good window space, new, 
large department store, best Indiana Town 
32,000. Want operator to sell shoes for entire 
family at popular prices. Percentage proposi- 
tion. Fairway Apparel Stores No, 2, Michigan 
City, Indiana. 








HELP WANTED 








BUYER 


For popular price shoes, to assist in 
building up new department in high 
grade rapidly growing successful chain 
store organization. Actual experience 
both in the manufacture and the re- 
tailing of shoes absolutely essential. 
In your reply state age and religion, 
and give complete details in regard 
to your education, training, and ex- 
perience. 

Exceptional opportunity for advance- 
ment. 

All replies will be considered con- 
fidential. 


Address D-799, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


BUSINESS OPPORTUNITY 





BETTER Merchandising to Merchants desir- 
ing a more rapid turnover and volume by 
special sales of all kinds. 19 years’ experi- 
ence. My fees are less. References from sat- 
isfied customers everywhere, also bank. Over- 
come chain store competition. Correspondence 
confidential. H. D. SEIP, Russellville, Ohio. 











WANTED TO PURCHASE 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 

















MERCHANTS’ NEEDS 























OTTOMING ROOM FOREMAN, one who 
is capable of taking complete charge and 
is thoroughly familiar with the manufacture of 
turn boudoir slippers. Give references, experi- 
ence and _ salary wanted in first letter. 
Freeman-Thompson Shoe Company, St. Paul, 


" Minnesota. 





FOR SALE 





SHOE Store for sale in town half hour from 
New York City. Men’s, women’s and chil 
dren’s high grade shoes. Address 1-792, care 
Boot and Shoe Rocesder, 239 W. 39th St.. 
New York City, N 





The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible source 
of information as to where and what to buy. 
They are worthy of your closest attention. 














Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all_ styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif. New York, N.Y.; 

Philadelphia,P. t.Louis,Mo.; Port-, 
ind, Oregon; San on Calif 
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MERCHANTS’ NEEDS 











Write for Samples of 
and Window 





288 Seuth Wells St. 








Window Fabrics 


‘alances 


THE HECHT FIXTURE CO. 








CHICACO 










SHOE CARTON & 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


69-271 8 rm BRCDRLYY, ott 


AMERICAS CREATEST 
LABEL merce. 


















We 











etc., in season. 



















Established 1903 








Window 
Decoration 


will now serve our 
Patrons with a new line of 
the most attractive Imported 
and Domestic Roll Papers, 


Also Maker of 
Artistic Price and Sale Tickets 
Samples mailed free on request 


Emil Rublack 

Originator of Designs 
140-142 West Broadway 
New York 






















shoe yoy 
The 
Broadway, Portland, 







Salt Lake City, Utah. 
The 










Romo, manager.) 







Davey-Henter Shoe Co., 
West Second Street, Pomona, Cal. 

The Glass-Classy Shoe Store, 8 West 
Main Street, San Gabriel, Cal. 


New Shoe Stores 
W. E. Gardner, Lake Odessa, Mich., 
dwin Clapp Stores, Inc., 211 


Ore. 
L. G. Thayne, South Eleventh Street, 


227 


(E. C. 


Basmay Bros., 8702% South Vermont 
Avenue, Los Angeles, Cal. 








WINDOW 
DISPLAY FIXTURES 

















BUYING SERVICE 














GROUP BUYING. _ Send for Details 









Complete Service and Catalog. Representatives Wanted 
102 ALBANY BLDG. BOSTON 











Leelow’s, 4365 South Western Ave- 
nue, Los Angeles, Cal. 

Z. C. M. I. Downstairs Department 
Store, family shoe department, Salt 
Lake City, Utah. 

Sears, Roebuck & Co., J. E. Jasper- 
son, Salt Lake City, Utah. J. E. Jas- 
person, manager. 

Kane’s, 1431 Fourth Avenue, Seattle, 
Wash. 

The Fashion Department, at Paul 
Tieberg, Oakland, Cal. (W. F. Beisle 
and Milton F. Brown, proprietors.) 

Joe Gurgiole, 3408 East Fourteenth 
Street, Oakland, Cal. 

Mosbacher, 517 Fourteenth Street, 
Oakland, Cal. R. A. Temple, manager. 

Hamilton Shoe Store, 100 E. Heron 
Street, Aberdeen, Wash., shoe depart- 
ment. 

Sylvia’s Shoe store, 131 Essex Street, 


Salem, Mass. 
The W. L. Douglas Shoe Co., 930 
Main Street, Kansas City, Mo., 


women’s shoes. 
P W. B. Snyder, -La Grange, Wyo., shoe 
ept. 

Louis Rabinoff, 340 Leonard St., 
Grand Rapids, Mich., shoe dept. 

Ward & Campbell, 224 E. Grand 
River Ave., Lansing, Mich. 

Sak’s, Milwaukee, shoe department. 

Neardk Shoe Stores Co., 621 Fourth 
Street,‘ Sioux City, Iowa. 

Ritz Boot Shop, 168 Main Street, 
Nashua, N. H. ‘ 

Gifford L. Reiman, The Man’s Shop, 
Bay City, Tex., shoe department. 
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From Head to Foot 
in a Shoe Store 


















EgP your youngster 
healthy and warm on 
cold, raw days. Our new all- 
wool jacket and legging suits 
are ideal for they are specially 
*““damp-proofed.” Roth jacket 
and leggings have a zip fas- 
tener and come in a variety 
of colors — camel, red, green, 
navy, and tan—all with jac- 
quard cuffs. The price, $15. 
And also we have a complete 
assortment of all-wool im- 
ported hose at $1.25 and up. 
For shoes,” we suggest our 
brown elk Plastic Oxford, soft 
and: flexible for growing feet, 
with a Spartan damp-proof 
sole, priced at $4.75 to $7.50, 
depending on size 











The CHILDREN’S Shop 











The tendency on the part of some 
metropolitan shoe stores to branch out 
as almost complete outfitters of chil- 
dren is well exemplified in this attrac- 
tive advertisement of the Thayer Mc- 
Neil Company of Boston. Its value as 
a merchandising “stunt” lies in the 
fact that it enables the mother to get a 
complete out-of-doors outfit for her 
young son without traveling from de- 
partment to department, as she would 
if the shopping were being done in a 
department store. 





Record Slipper Business 


LyNN, Mass.—Merrill, Porter & Co. 
have already made more slippers of 
the household type than in any former 
season, and are still going strong on 
this particular line. Alligator slippers 
for men is one of their leading num- 
bers. It may be that the fashion of 
alligator shoes for men has something 
to do with this. New boudoir slippers 
of colored kid, hard soled and the sole 
contoured in shapely lines, a compro- 
mise between a comfort shoe and a 
street style turn shoe are popular. 





L. Drapkin a Manager 


LANSING, MicH.—L. Drapkin of De- 
troit is manager of the Betty Jane Boot 
Shop, a new leased shoe department in 
Mahoney’s. 
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Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right — This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot aNnp SHOE RECORDER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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ACext Meek 


you will find 
in the 


Boot and Shoe 


NEW lease of life in the men’s 
shoe department is positive 
next Spring. We give in this issue 
the opinions of experts on the color 
and style of men’s shoes for Spring 
and Summer, 1929. In preparation 
for this issue outstanding exponents 
of styles in men’s shoes give some of 
the secrets that will lead to greater 
prestige for the men’s department, 
and more profit for the store. 


EXT week look for the Na- 

tional Styles Conferenec re- 
port, and a step by step explanation 
of the reasons why materials, colors 
and patterns were selected for this 
new year of fashion. Our staff ex- 
pects to do a superlatively good job 
in the Nov. 17 issue in taking the 
Styles Conference message of foot- 
wear fashion to the wide world of 
leather and shoes. 


IND me a merchant with an im- 

agination and the courage to try 
something new and I will show you 
one who is successful. We will tell 
in the Nov. 17 issue, of a shoe mer- 
chant who has the courage to buy 
and sell at a profit, semi-precious 
costume jewelry, after he had previ- 
ously built up a very profitable ho- 
siery and handbag business. He 
says, “There never was such a good 
opportunity as at present to get the 
most out of a store, its men, money 
and location—due to the distinct tie- 
up of shoes, hose, handbags, and 
jewelry to complement with distinct 
costumes.” 
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HERE is a VULCO- UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning, 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Krissy & Co. Set: Louis, Wricut Gunman Co. Cincinnati, Geo. A. SpRiNGMEIER 
NOSIS 











